A BUSY SPACE BUYER suggests displaying 
this sign in the lobby of every advertiser 
and advertising agency. 


elie. =, 
PUBLISHERS REPRESENTATIVES 


Please do not ask for an interview unes 
prepared to submit verified facts and 
figures in accordance with our stand 
ards of ctvulation values. 
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Well_-why not? 


HE days of blind space buying are 

over. To ask an advertiser to select 
media on the basis of unsupported facts 
and figures is like asking him to sign a 
blank check. 

Today advertisers have definite stand- 
ards for circulation values. They want 
to know, by these standards, how much 
circulation a publication has, where it 
goes, how it was obtained, 
how much the readers 


can select media intelligently and buy 
space with assurance that they will get 
what they pay for. 

To cooperate with advertisers and tell 
our circulation story by their own stand- 
ards we belong to the Audit Bureau of 


Circulations, a cooperative organization 
of advertisers, advertising agencies and 
publishers. Our A. B.C. report giving 
complete and audited in- 
formation about our cir- 


paid and many other 
facts that bear on the 


A.B. C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 


culation is the advertisers’ 


assurance that their ad- 


evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 


vertising investments are 
protected by known, veri- 
fied values. 


advertising value of a 
business paper. With these 


facts, verified, advertisers 


is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 


A.B.C.=AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 
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The American Home 


wherein the ideals of Americanism are 
generated. Here the seeds of fine 
American citizenship are instilled in the 
generation of today for the generation 
of tomorrow. 


GIRARD LIFE policies protect and pre- 


serve many homes, a contribution to a 
better American future. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite 


Independence Hall 

















Progress 


Record Commusstons Earned 


by Oslico Underwriters! 


Oslhico Equipment and Service 
Mean Greater Success! 


Life—Health— Accident — Hospitalization 


COLUMBUS, OHIO 
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Another Year of 


THE OHIO STATE LIFE 
INSURANCE COMPANY 
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Problems of Boom 
for Insurance 
Producer Examined 


Irving Bendiner Strives to 
Apprehend What Next 
Two Years Hold 


By ROBERT B. MITCHELL 


PHILADELPHIA — For the 
year or so the agent is going to find so 
many opportunities for business without 
having to exert much salesmanship that 
he is faced with the two-fold danger of 
forgetting the fundamentals of selling 
and of raising his living standards to a 
level which he cannot reasonably expect 
to sustain when the war boom is over 
according to Irvin Bendiner, attorney, 
tax and business insurance expert, and 
a large producer of life insurance. Mr. 
Bendiner has a Philadelphia lawyer’s 
traditional ability to delve into a compli- 
cated maze and give a common sense ex- 
planation in understandable language. 

“Within two years our aid to Great 
Britain will either have won the war or 
else England will be so desperate that 
the United States will probably go to 
her aid,” he said. “Either event would 
mean the end of war prosperity.” 


next 


Factors Agent Faces 


In spite of this general favorable im- 
mediate outlook there are a number of 
factors which the life agent will come 
up against during 1941 and while they 
are not all reassuring the agent will do 
well to bear them in mind. None of 
these, he emphasized, has anything di- 
rectly to do with the sale or purchase 
of a policy yet their indirect effect is 
enormous. They will be in the minds 
of the agents, the public, and the home 
office officials and one or more of them 
may have to be dealt with before the 
agent will be given the opportunity to 
sell a policy. Mr. Bendiner said that 
since no one on earth can give the cor- 
rect answer the only sensible course is 
to steer clear of making statements that 
obviously can’t be proved. 

The first of these developments is the 
general economic and social situation. 
Under this heading the first item is the 
foreign situation. No one can say who 
will win and by all odds the best plan is 
to avoid any argument about it. The 
same applies to the possibility of Amer- 
ican entry into the war. This possibility 
will remain all through 1941 and the 
only thing that will stop it being a mat- 
ter of conjecture is actual entry into the 
war, for there is no prospect that we 
will be able to say with assurance that 
We are not going in. 

The defense program will be a prob- 
lem in 1942 as well as 1941 and it means 
that people will be so busy that it will 
be difficult to get the prospect’s ear. 
Then there is the effect of the draft. 
Hew fast will men be called? Is it the 

(CONTINUED ON PAGE 10) 


Ill. Appointment 
of Commissioner 
Upsets All Guesses 


The appointment by Governor Green 
of Attorney Paul F. Jones of Danville 
as director of insurance in Illinois 
caused surprise in insurance circles in 
that Jones had not been one of the large 
number of possibilities that had been 
on the guessing list in insurance circles, 
but a good many felt that there would 
be such a surprise. It was generally 
known that Governor Green favored an 
attorney for the position. 

Mr. Jones is 42 years of age and is a 
native of Danville. He attended North- 
western University and the University 
of Michigan law school from which he 
obtained his law degree in 1922. He is 
a member of the law firm of Laidley, 
Jones, Grant & Sabat of Danville. 

Mr. Jones served as a second lieuten- 
ant in the war and is a past commander 
of the C. G. Redden American Legion 
post in Danville. He was -judge-advo- 
cate of the staff of the 33rd division for 
several years. 

In public life Mr. Jones served as as- 
sistant state’s attorney in Vermillion 
county and as citv attorney of Danville. 
He was United States district attorney 
for the eastern district of Illinois under 
President Hoover. 

Although Mr. Jones’ law firm is local 
counsel for a number of insurance com- 
panies, he has no particular knowledge 
of the insurance business. It is under- 
stood that Mr. Green was eager to get 
a man of judicial temperament and one 
who could not be said to represent any 
particular branch of the insurance busi- 
ness and hence, be liable to bias. 

Mr. Jones was active in behalf of Otis 
Glenn, former United States senator 
from Illinois, and Mr. Jones was ap- 
pointed United States district attorney 
at the instance of Senator Glenn. 

Some years ago, Mr. Jones’ late 
father, O. M. Jones, was in partnership 
in Danville with Sam Levin, prominent 
Chicago insurance attorney, the firm 
being Jones & Levin. 


McCORMACK REAPPOINTMENT SEEN 


Governor Cooper of Tennessee in his 
message to the legislature, commended 
the work of the insurance department 
particularly in obtaining fire insurance 
rate reductions and in prosecuting arson- 
ists. There is said to be no doubt of 
the reappointment of James McCormack 
as insurance commissioner. 


FRAIZER TAKES OFFICE 

LINCOLN, NEB.—C. C. Fraizer, 
Aurora attorney, took over the duties of 
insurance director of Nebraska Jan. 9, 
succeeding ‘Charles Smrha, who had 
served since August, 1935. 
CHANGE IN RHODE ISLAND 

PROVIDENCE, R. I.—Horace L. 
Weller, who has served as director of 
the Rhode Island department of business 
regulation, which includes the super- 
vision of insurance, has resigned and is 
succeeded by B. M. McLynn, a tempo- 
rary appointment made by W. H. Van- 
derbilt, retiring governor. New appoint- 
ments are expected to be made by 


General Agents of 
N. E. Mutual Meet 


President Smith Talks on 
Critical Era—Moore 
New Head 


The General Agents Association of 
the New England Mutual Life held its 
annual meeting at Hollywood Beach, 
Fla., with 63 in attendance. 

President George Willard Smith, in 
commenting on the critical period of 
world history and its attendant heavy 
responsibilities, payed high tribute to 
New England Mutual’s field organiza- 
tion for its loyal support. He reported 
a consistent increase in 1940 in insur- 
ance in force, with the total now in 
excess of $1,607,000,000. Terminations 
were low, approximately 9 percent less 
than in 1939, and mortality was the 
lowest, except for 1921, since 1900. 
Credit for establishing these records 
was given to the intelligent selection by 
field men and the company’s uniform 
underwriting practices. 


Notes Savings Last Year 


“The saving from insurance operations 
last year was encouraging,” he said, 
“with a good saving from loading, and 
an unusual contribution from mortality. 
Excess interest over reserve require- 
ments was as much as could be ex- 
pected under current conditions.” 

The “President’s Plaque,” the highest 
honor for agency performance, was won 
by the Horace Mecklem agency of Port- 
land, Ore. This plaque is awarded an- 
nually by a committee of the General 
Agents Association to the agency mak- 
ing the highest score in the four most 
important phases of agency operation. 
It was won last year by the Hays & 
Bradstreet agency of Los Angeles. Run- 
ners-up for the award were the agencies 
of W. H. Beers, Rochester, N. Y.; F. G. 
Bray, Houston, Tex., and Rav C. Rob- 
erts, Parkersburg, W. Va. 


Keynote Is Agency Objectives 


Vice-president George L. Hunt and 
E. B. Thurman association president, 
introduced the keynote, “Agency Objec- 
tives in a Changing World.” Both 
stressed the necessity of strengthening 
individual capacity to keep pace with 
new developments in life underwriting 
and with the evolution of current buy- 
ing trends. Emphasis should be put on 

(CONTINUED ON PAGE 11) 








Governor McGrath, due to an overturn 
in political control of the state. 
BERRY HAS NOT TAKEN POST 
LANSING, MICH.—E. P. Berry, the 
new Michigan insurance commissioner, 
so far has not visited the department 
offices. He is understood to have been 
ill at his home in Detroit. His appoint- 
ment, so far, has not been confirmed by 
the state senate, although favorable ac- 
tion is considered likely this week. Gov- 
ernor Van Wagoner has pledged that 
there will be ro wholesale dismissals, 
which probably assures continuance of 
most of the insurance department per- 
sonnel. 


Pink Treats 
Insurers’ Political 
Activity in Campaign 


Finds No Flagrant Viola- 
lations But Says Executives 
Should Be Warned 


NEW YORK—Investigation by the 
New York department of accusations of 
insurance company political activity in 
the recent presidential campaign “did 
not disclose any flagrant violations but 
it did indicate the necessity for bring- 
ing the provisions of the law to the 
direct attention of insurance company 
officials,” according to a statement made 
by Superintendent Pink in releasing the 
portion of his preliminary report to the 
legislature dealing with insurance and 
politics. 

While life companies were virtually 
the only ones involved, Mr. Pink stated 
that the report would be called to the 
personal attention of the officials of all 
insurers and expressed the hope that 
it would be effective in preventing any 
violation of the letter or spirit of the 
law in the future. “We are not so much 
interested in what took place as in 
preventing dangerous tendencies from 
developing in the future,” he said. 


Post Election Inquiry 


Feeling that it would be impossible to 
get to the bottom of the situation in the 
short time remaining before the elec- 
tion, the department waited until after- 
ward and then assigned an experienced 
examiner to investigate. He went 
through all the data of the Gillette com- 
mittee in Washington. He also visited 
the companies suspected of participation, 
examined their records and interviewed 
those who had knowledge of the situa- 
tion. Among the companies or agencies 
examined were Guardian Life, Luther 
agency of Aetna Life and Eubank 
agency of Prudential. 

According to the examiner, Guardian 


officials admitted receiving a request 
from an agency manager to use the 
home office facilities and stencil im- 


prints of policyholders’ names to dis- 
tribute campaign literature ‘but they 
stated that the tentative approval given 
was withdrawn on advice of general 
counsel. Material already imprinted 
was confiscated and destroyed and no 
campaign material imprinted by Guar- 
dian’s addressograph was ever mailed 
or distributed by the company or any 
of its agencies’ offices. 


Company Facilities Not Used 


Said the examiner’s report of the ac- 
tivities of the Luther and Eubank agen- 
cies: “Investigation reveals that while 
both of these agencies admit the mail- 
ing and dissemination of a limited 
amount of literature, they state that 
at no time did they circularize companv 
policyholders or use company facilities. 

(CONTINUED ON PAGE 8) 
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More Than 6,000 
at N. Y. Congress 


Crowd Makes Two Ses- 
sions Necessary—Four 
N.A.L.U. Leaders Speak 


NEW YORK—At a sales congress 
which drew such a crowd that it had to 
be run in two shifts, more than 6,000 
life insurance men of the New York 
City area heard talks by President H. T. 
Wright and three other National Asso- 
ciation of Life Underwriters leaders. 
While confining themselves to giving 
practical sales helps they demonstrated 
in an impressive way the National as- 
sociation’s earnest determination to do 
everything possible to aid its member- 
ship. Each of the two sessions set a 
new attendance record for any type of 
life insurance gathering. 

The speakers were President Wright, 
John A. Witherspoon, John Hancock 
Mutual, Nashville, N.A.L.U. vice-presi- 
dent; Grant Taggart, California-Western 
States Life, Cowley, Wyo., national sec- 
retary, and C. J. Zimmerman, Connecti- 
cut Mutual Life, Chicago, immediate 
past president of the National associa- 


tion. Paul C. Sanborn, Connecticut 
Mutual, Boston, a trustee of the Na- 
tional association, was master of cere- 
monies, 


The enormous attendance at the two 
sessions, one of which was held in the 
afternoon and the other in the evening, 
was made possible through the coop- 
eration of the general agents and man- 
agers throughout the area, more than 
300 of whom were guests of the Na- 
tional association at a luncheon preced- 
ing the first session. At this luncheon, 
there were talks by the four sales con- 
ference speakers, with Mr. Sanborn as 
toastmaster. President T. I. Parkinson 
of the Equitable Society and President 
L. A. Lincoln of the Metropolitan Life 
spoke on the value of life underwriters 
association work and endorsed it highly, 
as did Holgar J. Johnson, president In- 
stitute of Life Insurance. 

Stating that he was speaking as the 
representative of 2,500,000 Metropolitan 
policyholders in the New York area, Mr. 
Lincoln said it is extremely important 
in behalf of these policyholders, and 
policyholders represented in all com- 
panies, that “we have a strong, vigorous 
and healthy organization like this.” He 
pointed out that the agent in many cases 
is the only man in the company known 
to the policyholder, hence the agents 
should do all possible to understand the 
business and to conduct themselves with 
honor and integrity. 


Grant Taggart Speaks 


Mr. Taggart emphasized the responsi- 
bility of the manager or general agent 
to provide leadership for his agents, 
saying that “they are on the firing line 
waiting for you to inspire them.” 

Mr. Witherspoon said that in order 
to build morale, the general agent al- 
ways should keep his promises, give the 
men a part in the agency work, be tol- 
erant and patient, give praise ‘publicly 
and criticism privately, and listen to 
what the men have to say and not set 
oneself up as the “I guy” but let the 
agent feel that he is the “I guy.” Sum- 
ming up, he said the golden rule still 
holds good in building agency morale. 

fr. Zimmerman likened the general 
agent’s task to that of a coach with the 
seniors on a football team. Neither the 
agents nor the seniors need to be drilled 
for skill but they do need inspiration to 
keep up the determination to get in there 
and die for dear old Rutgers, he said. At 
the same time he pointed out that con- 
tinuous training is necessary and said 
that agents in his office are required to 
take a repeat course every six months. 
It is amazing to see how much more they 
get out of the repeat courses than they 
did on the original course. 

Furthermore, agents need to be in- 
structed not only in strictly life insurance 


Newman Is Penn Mutual's 
Leader in 1940 Volume 


Lowell L. Newman of the S. B. Greg- 
ory agency, Fort Wayne, was Penn Mu- 
tual Life’s leading producer for 1940 
with a life insurance volume of $1,087,- 
908. Wayne S. Porter, Champaign, F. 
A. Schnell agency of Peoria, was the 
leader in number of lives having pro- 
duced business on 174 lives. Walter N. 
Hiller, Stumes & Loeb agency, Chicago, 














WALTER N. HILLER 


was the leading producer in total volume. 

In production of volume, S. F. Tran- 
sue, Bethlehem, Philadelphia agency, 
was the No. 2 man, and G. W. Stew- 
art, Pittsburgh, Johnson agency, was 
the No. 3 man, followed by 
Porter, Lawrence Willet, Atlanta, Crain 
agency, and Harry Phillips, Jr.. New 
York, Engelsman agency. 

In lives the record high man was 
Walker Laramore, Florida, Burton 
Webster agency; G. A. Knox, New 
York, L. G. Saunders agency, stood 
third, and S. F. Transue, fourth. Mr. 
Newman was ninth in lives. 

Mr. Hiller’s 1940 record was $1,260,- 
000 life insurance and annuities on 82 
lives. Mr. Hiller entered the business 
15 years ago with Stumes & Loeb and 
since that time has paid for $17,000,000 
in life insurance and annuities in all 
companies. He has been a life and quali- 
fying member of the Million Dollar 
Round Table for 12 years. He secured 
a C.L.U. degree in 1931 and is a past 
president of the Chicago C.L.U. chap- 
ter. For eight years he has taught in 
the C.L.U. courses at Northwestern 
University. He is now treasurer and 
director of the Chicago Life Under- 
writers Association. 

Mr. Hiller was on the program at the 
Philadelphia convention of the National 
association last fall. In 1939 he and 
Harry G. Walter, assistant general 
agent, wrote the clever play which the 
Chicago association presented at its 
spring clinic, and which was later re- 
peated before the Penn Mutual agents 
convention. Mr. Hiller was a lieutenant 
in the first world war and was in the 
manufacturing business before he en- 
tered insurance. 








developments but other phases, such as 
inflation, labor problems, economics, the 
meaning of democracy and why 1b 45 
worth while fighting for, since if they are 
going to reach the point where they can 
talk to bigger and bigger men they must 
grow themselves. He said that, in spite 
of the TNEC, contests are a good thing 
and a lively contest is a great help in 
keeping up production and agency mor- 
ale. The agency clerical force also, he 
said, can do much to make or mar the 
full time agents’ morale. The office staff 
should be shown the importance of the 
agent in the organization. 
Cornelius McCole, Mutual Life, 
Wilkes-Barre, gave a humorous talk. 
Mr. Wright spoke on the elimination 
of the unfit agent, making the same talk 


Prudential Makes 
Promotions in 


Home Office Force 


NEWARK—A number of important 
elections and promotions of members of 
the home office force of Prudential are 
announced. Assistant Secretary Albert 
F. Jaques was elected second vice- 
president, as was Assistant Secretary 
Paul Bestor. Edmund B. Whittaker, 
assistant actuary, becomes associate ac- 
tuary, and Supervisor Arthur P. Hub- 
schmidtt and Mathematician William 
Chodorcoff, assistant comptrollers. 

Other promotions were: Assistant 
Solicitor Donald Cruse, associate gen- 
eral solicitor; Mathematician R. J. Has- 
brouck, supervisor; Assistant Super- 
visor W. S. VanDerbeck, Assistant 
Mathematician W. J. Drobnyik and 
Manager of Field Audits G. B. Hulse, 
all to supervisors; Manager E. B. 
Campbell, assistant supervisor of ordi- 
nary disability claim department, and 
Assistant Manager F. Happich, 
manager of ordinary disability claim 
department. 

Mr. Jaques has been with the Pru- 
dential since 1908, when he was ap- 
pointed as a clerk in the bureau of in- 
formation. He was transferred in 1908 
to the legal department and with the 
exception of his service in the World 
War remained there until 1926 when he 
was appointed to the law department. 
In 1931 Jaques was named assistant 
claim adjuster and in 1933 was _ pro- 
moted to the position of administrative 


supervisor. Since 1959 he has been an 
assistant secretary. 
Mr. Bestor became affiliated with 


Prudential -in 1933 as a supervisor in 


the mortgage loan department. His 
promotion to assistant secretary was 
made in 1934. 

Mr. Cruse joined the Prudential’s 


law_department as an assistant solicitor 
in June 1938. 


Interest Is Taken in 
Fidelity Investment Move 


The West Virginia department, in re- 
sponse to an inquiry regarding the re- 
organization of Fidelity Investment As- 
sociation as a life insurance company un- 
der the title of Fidelity Assurance Asso- 
ciation, states that Fidelity Investment 
was incorporated under the laws of West 
Virginia April 26, 1911, and commenced 
business on the same date. The only 
change that has taken place has been a 
change in the charter changing the name 
and granting the company authority to 
write life insurance. This company has 
a paid-up capital of $200,000 and unas- 
signed funds of $104,560. ‘We have ap- 
plied the National Association of Insur- 
ance Commissioners’ basis of valuation 
to the company’s assets and the Wes? 
Virginia law which provides for the am- 
ortization of bonds not in default,” the 
department said. 

Vice-president and Secretary F. J. Mc- 
Nulty of Fidelity Assurance states that 
information is now in the course of prep- 
aration and it is expected that it will be 
released within the next few days. 


INVESTORS SYNDICATE IN W. VA. 


MINNEAPOLIS — Commenting on 
reports that the Investors Syndicate is 
preparing to enter the life insurance 
business, FE. E. Crabb president, said: 
“The Investors Syndicate has no inten- 
tion of invading the life insurance field. 
It is true that we have filed in West Vir- 
ginia under a law in that state applying 
to annuity contracts but that is because 
that happens to be the law in that state 
under which we could enter. We will 
write only the type of contract there that 
we have for years been writing in other 
states.” 








which he gave at the annual meeting of 
the Life Presidents Association in De- 
cember. i 


Equitable, Ia., to 
Retain 1940 Scale, 
Managers Are Told 


DES MOINES—F 
president Equitable Life of Lowa, in his 
opening address at the annaual confer. 
ence here of general agents and agency 
managers, announced that the current 
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dividend scale will be continued in 1941. 

“In addition to the continuation of the 
present dividend scale, the interest on 
funds left on deposit with the company 
will be paid or credited on the basis of 
— as heretofore,” Mr. Hubbell 
said. 

Speaking on one phase of the con- 
ference theme, 
ative Leadership,” Mr. Hubbell said the 
annual statement, to be released in a 
few days, will show that assets passed 
the $200,000,000 mark in 1940, having 
doubled in the last decade, and _ that, 
due to careful selection of risks, mor- 
tality in 1940 was approximately 45 per- 
cent of the expected. Surplus now ex- 
ceeds $9,000,000, having been increased 
$602,000 the past year. 

Ray E. Fuller, superintendent of 
agencies, was in charge of the two-day 
conference. Presiding at the business 
sessions, Mr. Fuller closed the confer- 
ence with a summary of 1940 records 
and reviewed in detail the plans _ for 
1941, 

A new mortgage redemption policy 
plan, complete with illustrated sales ma- 
terial, was presented. Other features of 
the program included the introduction 
of salary savings sales promotion liter- 
ature and an explanation of the revised 
direct mail system which is being put 
into operation by Equitable Life of 
Iowa; general discussions of sales, con- 
servation and administrative plans and 
practices to be followed in 1941. Sixty 
general agents and managers attended. 


Paid Production $2,035,000 


Max M. Matusoff, agent in_ the 
Frederick M. Winkler agency of Mu- 
tual Benefit Life, Cleveland, whose 
paid production for 1940 in the com- 
pany was $2,035,000, was leader of the 
company in production for 1940. His 
surplus business paid for in other com- 
panies brings his total sales in 1940 to 
over $4,000,000. With the exception of 
once, he paid for more business in 1940 
than any other agent paid in any one 
year during Mutual Benefit’s 95-year 
history. 








Prewitt B. Turner, Kansas City mat- 
ager Home Life of New York, has been 
appointed by Governor Stark of Missouri 
to serve as one of two lay members of 
the judicial commission for Jackson 
county, which will make nominations 
for all circuit and probate court vacat- 
cies in the county. 


W. Hubbell 
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. ; nce their affiliation with the Wil- 
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N. BAXTER MADDOX 


past three years associated with Mr. 
Maddox in a managerial capacity. He 
is a graduate of the Connecticut Mutual 
supervisors’ training school and has 
twice won special recognition for out- 
standing supervisory work. Mr. Smith 
is the 19th man in recent years to be ad- 
vanced from company ranks to the post 
of general agent. 

Mr. Smith is a graduate of Emory 
University, class of 1931, and of the 
American College having been awarded 
his C.L.U. designation last June. 

The Atlanta agency paid for more 
than $2,000,000 of life insurance last 
year. Mr. Smith will have charge of 
the entire state of Georgia, with main 





P. L. BEALY SMITH 


office in Atlanta and branches at Macon 
and Savannah. 

Mr. Maddox returns to the bank with 
which he had been associated 10 years 
Prior to becoming a general agent for 
the Connecticut Mutual in 1933. Under 
his direction the Atlanta agency ad- 
vanced from 44th to 14th place in Con- 
necticut Mutual. 

Mr. Maddox had become an important 


1includes reinsurance beginning 1940, $24,956,529. 


2Includes revivals and increases. 


*Decrease due to sale of $7,350,392 business in Tenn.-Kentucky. 


‘Figures include annuities. 


5Figures do not include veteran’s welfare insurance. 
*Includes reinsurance of Great American Life of Texas. 


7Excluding revivals and increases. 








factor in National association affairs dur- 
ing the past few years. He was just 
recently appointed chairman of the pro- 
gram committee for the convention this 
fall in Cincinnati, one of the key con- 
vention positions. He was general 
chairman of the mid-year convention in 
1940 when it was held in his home city 
and by reason of being No. 1 in the bal- 
loting, became chairman of the nomi- 
nating committee that presented the 
slate at the convention in Philadelphia 
last fall. Those who attended the re- 
ception in Atlanta at the stately home 
which he occupies with his parents will 
always remember the gracious hospital- 
ity of that occasion. Baxter Maddox’s 
father, Robert Maddox, is a former pres- 
ident of the First National Bank of 
Atlanta. 


Stevenson to Preside at 
Insurance Society Banquet 


John A. Stevenson, president of Penn 
Mutual Life, will be toastmaster at the 
annual banquet of the Insurance Society 
of Philadelphia Feb. 10. The speaker of 
the evening will be Louis A. Johnson, 
former assistant secretary of war. John 
W. Donahue is president of the society 
and E. E. Lindner, Indemnity of North 
America, is chairman of the banquet 
committee. George W. Ruhl and New- 
ton B. Meade are vice-chairmen. 





The American Home Mutual Life of 
Washington, D. C., has ben admitted to 
Oklahoma, with D. E. V. Jordon of 
Guthrie as special agent. 








“Payable to... 


need of financial aid. 


made 53 years ago.” 


insurance in action. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








THE HEIRS 


executors, administrators, or assigns” is 
a dry-sounding clause in many a life insurance policy. But 
when that clause goes to work, at claim time, it is not imper- 
sonal but deals with actual people. 
letter received from an executor :— 


“Please accept my sincere thanks for the check just 
received, for $603. The check was a godsend, as it helped to 
tide over some of the heirs of the estate who were badly in 
It was indeed quite a surprise, as we 
had no idea Mr. X. had ever taken out any insurance with 
your company. When your office informed us that the policy 
was taken out in 1887, and allowed to lapse by the insured in 
1908, over 32 years ago, I could not help but commend you 
on the thoroughness and reliability of the company in living 
up to every word in its contract with the insured, a contract 


A claim procedure of that kind is simply part of the daily 
life in any life insurance company in the land, for it is life 
But to a beneficiary it is the sort of 
human contact which has its influence on so many prospects 
who become new policyholders every day. 


+ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Witness the following 


+ 


JOHN A. STEVENSON 
President 

















For the past year John Hancock has 
been favored by Conkling, Price & 
Webb in its life insurance placements. 
C. P. & W. will hold a meeting Monday 
for its office and outside brokers, which 
will be addressed by Mr. Houze. 


Fred Corby in Charge 


Fred T. Corby, who has been man- 
ager of the accident and health depart- 
ment of C. P. & W., will also manage 
the new life department. Mr. Corby is 
a graduate of Hamilton College and re- 
ceived his insurance training in New 
York. This department also will be 
under the supervision of William M. 
Houze, Jr., who will coordinate the ex- 
perience and ability of the two offices. 
Mr. Houze, Jr., has been a leading per- 
sonal producer for the Houze agency, as 
well as having several years experience 
assisting brokers. 

For 48 years Conkling, Price & Webb 
have been one of the leading casualty 
and surety organizations in the country. 
Continuously and exclusively represent- 
ing London Guarantee, for casualty in- 
surance during this entire period, the 
firm has developed production in Illinois 
and the lake counties of Indiana. 

For 33 years C. P. & W. have repre- 
sented, as general agents, Fidelity & 
Deposit. 

The partners are Lew H. Webb, Law- 
rence W. Zonsius and William T. Cline. 
Lew H. Webb is vice-president of the 
National Association of Casualty & 
Surety Agents and trustee of George 
Williams College. Mr. Zonsius, long 
identified with C. P. & W., has origi- 
nated some special coverages for manu- 
facturers and contractors. Mr. Cline, a 
large individual producer, is a graduate 
of the University of Pennsylvania and a 
member of the Illinois bar. He likewise 
acts as general agent for the credit in- 
surance department of London Guar- 
antee. 

This is the second important develop- 
ment of John Hancock in Chicago in 
recent weeks, the first having been the 
appointment of Moore, Case, Lyman & 
Hubbard as general agents. 





Guertin Committee Studies 
Suggestions Received 


The commissioners’ committee on 
mortality table and allied subjects 
headed by A. N. Guertin, actuary New 
Jersey department, met in New York to 
consider suggestions made by company 
officials at two meetings recently in 
New York and Chicago. At these hear- 
ings Chairman Guertin admitted that a 
number of the suggestions and criti- 
cisms that were received were sound 
and worth further study by the com- 
mittee. 

It is likely the committee’s recom- 
mendations relating to a proposed uni- 
form law touching on non-forfeiture 
values and valuation of reserve liabilities 
will be revised before consideration of 
the whole project at the mid-year meet- 
ing of the National Association of In- 
surance Commissioners to be held at 
Detroit, June 9-11. 
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Assured Is Last 
Tribunal; He 
Holds Agents’ Fate 


Defining the policyholders as the last 
tribunal, upon whose approval depends 
the survival of an agency and its right 
to survive, Chester O. Fischer, vice-pres- 
ident of Massachusetts Mutual Life, 
said that the policyholders are both the 
cause and the effect of the general 
agents’ and the agents’ job. The policy- 
holder wants effective, economical opera- 
tion. He has 4 right to representation 
that he can rely upon. Recognizing the 
agency and the agents as the company 
in his community, he expects them to 
fight unjust criticism and activities which 
would be detrimental to his interests as 
an insurance owner. He expects any 
needed changes to be made without com- 
pulsion. Mr. Fischer discussed ‘“Man- 
aging the Agency of Today” at the an- 
nual conference of the company’s 
general agents at Miami Beach. 


General Agent’s Task Greater Now 


He said that the task of the general 
agent is greater now than for many 
years. This is caused by current eco- 
nomic trends; criticisms, whether just 
or unjust; the compulsory military train- 
ing of the American youth; rising taxes; 
and fear of inflation. There is no easy 
solution. The general agent must be 
constantly alert, and by reading and 
study make adjustments demanded by 
the rapid pace of changes in trends. He 
said that there is no fixed plan for the 
operation of an agency, and that such 
plan would lead to decline. The general 
agent must cling to the fundamentals of 
sound good sense, and courageously use 
them. Conducting the agency as the 
policyholders would want it done, he 
said, probably is the best guide toward 
solving today’s problems. 

Discussing the need for eliminating 
unsuccessful agents, Mr. Fischer said 
that it is difficult to get men into the 
business, but more difficult to get unsuc- 
cessful men out. Induction of new men, 
carefully selected, should be followed by 
sound training in good work habits and 
good financial habits. Supervision and 
motivation must be constant, and these 
phases of agency management call for 
frequent conferences with the agents. 
The general agent should be informed 
of the agents’ financial status, if he is 
to guide them to success. He must have 
an interest in their solvency as well as 
in their sales. The general agent who 
leads his associates to financial security 
for themselves will have their affection 
and high regard, so essential to his own 
success, 





Claim Association Committees 

C. E. Anstett, New York Life, presi- 
dent International Claim Association, 
has appointed his committees: Chair- 
men are: Program, J. A. Blanchfield, 
Aetna Life; entertainment, F. M. Wal- 
ters, General Accident; membership, W. 
C. Butterfield, National Casualty; hotel, 
K, E. Patterson, Bankers of Iowa; legal, 
J. W.. Fischbach, Minnesota Mutual 
Life; press, V. L. Fox, Colonial Life. 

A feature of the Atlantic City conven- 
tion in September will be an exhibit of 
claim banks used by companies and asso- 


ciations writing life, health and accident _ 


insurance. 








INSURANCE STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago. 
gives the following stock quotations of 
life companies as of Jan. 14: 





Par Div. Bid Asked 
Aetna Life .... 10 1.40* 27% 29 
Conn. Genl, ... 10 .80 24 26 
Contl. Assur.... 10 2.00 37 39 
Eire: ae SOAR......... 3 -50 10 11 
Lincoln Natl. .. 10 1.40* 29 31 
New World Life 10 .30 5 
N. W. Natl. Life 7.50 .30 9% 11 
Ohio Natl. Life. 10 1.25 25 27 
Old Line Life.. 10 .60 10 12 
Travelers  ....: 100 16.00 415 430 
Wis. National.. 10 1.00 15 17 


*Includes extras. 


Heads General Agents 
Body of Mass. Mutual 








MILLARD R. ORR 


Corydon K. Litchard of Springfield, 
Mass., retiring president of the Massa- 
chusetts Mutual Life general agents as- 
sociation, has been succeeded by Millard 
R. Orr of Philadelphia. Other officers 
are: Frank T. McNally, Minneapolis, 
vice-president, and John F. Cremen, 
Washington, secretary (reelected). 

The election was held at the annual 
conference at Miami Beach. Mr. Litch- 
ard becomes ex-officio member of the 
executive committee. 

Mr. Orr served as chairman of the 
National association’s convention execu- 
tive committee last year, and was largely 
credited with the success of the Philadel- 
phia meeting. He entered Massachu- 
setts Mutual service in 1922, and has 
been its general agent at Philadelphia 
since 1934. 


John Hancock Joins A.L.C. 


The American Life Convention an- 
nounces the admittance into membership 
of John Hancock Mutual Life. Judge 
Byron K. Elliott, general counsel of 
John Hancock, was formerly general 
counsel of the A.L.C 


Estimate Three and One-Half 
Billions Paid to Public Last 
Year by U. S. Companies 


HARTFORD—More than three and 
a half billions of dollars were paid to the 
public last year by American insurance 
companies, according to an estimate by 
Travelers. 

Payments under life insurance policies 
amounted to more than $2,700,000,000, 
which is approximately 75 percent of the 
total, $3,615,000,000, Disbursements un- 
der various forms applying to persons, 
as compared with forms applying to 
property, amounted to 82 percent of the 
total, indicating that even in a reputedly 
materialistic age, human beings are more 
highly valued than property. 

Payments under fire insurance po!- 
icies amounted to approximately $400,- 
000,000 and under automobile policies, 
$175,000,000. It is estimated that auto- 
mobiles are responsible for at least 20 
percent of all payments under all forms 
of insurance, both personal and property. 





Retiring Nebraska Governor 
Reviews Insurance Situation 


LINCOLN, NEB—In his farewell 
message to the legislature retiring Gov- 
ernor Cochran picked out the insurance 
department for special mention. He said 
the six years of his administration wit- 
nessed the culmination of promotion 
stage of the insurance business in Ne- 
braska. Like other businesses, there had 
to be a reaction to unsound promotion 
and a cleaning up of those companies 
which failed to achieve a stable financial 
basis. This has been done through re- 
insurance, liquidation and mergers, with 
a minimum loss to policyholders. 

He also suggested that the general ad- 
ministration of insurance in Nebraska 
might be enhanced and carried on more 
efficiently with the passage of legisla- 
tion under which the department would 
be given more authority and be less sub- 
ject to restrictions now imposed by the 
courts, 


Winter Is Minn. Mutual Leader 

For the fifth consecutive year Nor- 
bert L. Winter of the Victor-Winter 
home office agency of the Minnesota 
Mutual led the company in production 
in 1940 and will be convention president 
this year. 





Sacramento Wins 
Anniversary Trophy 


The Sacramento agency of Calj. 
fornia-Western States Life under Man. 
ager R. E. Murphy won the annivers. 
ary trophy in the 30th Anniversary 
‘“Sell- ebration” held a December, 
it is announced by Ray P. Cox, vice. 
president and manager of agencies, 

Honor awards also went to the Dal. 
las agency, H. M. Holcomb, manager, 
and to the Wyoming agency, where 
Grant Taggart operates. 

Nineteen members of the field force 
were elected to the exclusive annivers- 
ary club as a result of their December 
performances. The four leaders in De. 
cember paid volume were elected offi- 
cers and will fly to the home office in 
Sacramento Jan. 24 for a two-day con- 
ference with company officials. Those 
who will make the trip are Sol M. Min- 
zer, Dallas, president; Grant Taggart, 
Nie aia L. B. Pyper, Arizona; and 

A. E. Gaumer, Sacramento,  vice- 
presidents. 

The “Sell-ebration” was held in com- 
memoration of 30 years of progress 
during which assets have grown to over 
$56,000,000 and insurance in force has 
exceeded the $250,000,000 mark. 

New business in December showed 
an increase of $1,000,000 over Decem- 
ber, 1939, and all previous December 
records in paid volume were shattered. 





John J. Gallagher, treasurer of Home 
Life of Philadelphia died in Jefferson 
hospital there while attending a meeting 
of the board of the Beneficial Saving 
Fund Society of Philadelphia. He suf- 
fered a heart attack. Mr. Gallagher was 
61. He was born in County Mayo, Ire- 
land, and came to the United States in 
1901, going to Wilkes-Barre, Pa., where 
he became an official of the Standard 
Brewing Company. He made 60 returti 
trips to his native land since coming to 
America. In 1916 he was elected Home 
Life treasurer and had completed almost 
a quarter century of service with the 
company, of which he also was a di- 
rector. He was treasurer and director 
Mutual Guarantee Building & Loan As- 
sociation, and treasurer Murphy Oil 
Company of Pennsylvania. He was an 
outstanding athlete in Ireland in his 
younger days. 





Canada Life Makes Five Promotions at Home Office 








Ww. J. ADAMS 


Canada Life announces five important 
appointments. W. J. Adams, formerly 
mathematician, has been appointed 
comptroller. Mr. Adams joined Canada 
Life in 1925, and qualified for his fel- 
lowship in the Actuarial Society in 1936. 

G. G. Daly has been advanced to chief 
underwriter. Mr. Daly joined the med- 
ical department in 1920, and has been 








D. M. ELLIS 


secretary of that division since 1931. 

D. Ellis, who becomes assistant 
actuary, was formerly mathematician. 
After graduating from Queens Univer- 
sity in 1928, he became associated with 
Canada Life and won his fellowship in 
the Actuarial Society in 1935. 

T. H. Gooch has been promoted to 
assistant superintendent. He joined the 


G. G. DALY 


company in 1924, and in 1936 became 
agency assistant. ‘Some three years later 
he was appointed agency supervisor. G. 
A. Walter, who becomes supervisor of 
field service, has been with Canada Life 
since 1935. In 1938 he became educa- 
tional assistant and his appointment as 
educational supervisor followed a year 
later. 






































January 17, 1941 LIFE INSURANCE EDITION 5 
Dhy | 
r Cal. ——— 
r Man. | e—_ 
inivers. SoS rpc ia 
versary x z | oem 
cember, —— 
. Vice- ; ee 
“ies, a 
ie Dal- 4 \ Sa 
anager, F- ee 
where S/ El E (me 
1 force F eE— 
nivers- (ote 
cember Deri sane 
in De- ee 
" offi- ie oe 
ce in — 
oe . UM eee 
Thos INTER - OFFICE MEMORAND — 
 iVLIN- = = 
an — 
a ; and | iB, 
vice- ee 
S94 MR. HALE: yn in inevrance in = 
O over NeNL's 1940 ge Pens 
e has I note 4s also om 
howed er than our 1939 gain. It —— 
Yecem- force is yue larg all com- —_ 
— 1940 rate of gain for re 
ered. — 
4oh better than the tion of Life = 
sae estimated by the Associa —— 
er — 
ee ting pani — - Brice 
aving " ~_ 
or was 1 concerneé — 
: “f But what we ar —— 
es in ee 
where os which comes to us — 
ndard in terms of busine ee 
-eturti our record in mind I amet 
ng to t With this — 
Home £ ent activity- — 
Imost as a result ot age see of gain peas 
“ector should Like 4tings of = 
Oi (using only ial = 
aS an on &@ bedrock basis . included) - 1.€eo» = 
a group and reinsurance n° ' = 
_f : agents - ce in force to < 
| tio of gain in ordinary SnSe ri ranma - 
the ra i Toe sas 
— enero , -for pasis- ze 
ew Ordinary issues: eal a 
n = 
| g 
Psd 
E oe 
on 
ame = 
ater oa 
a of it oeaiee 
Life : pomer 
1ca- [> — 
ras _— 
rear ed 
ee 
eee 
ic eet 














6 


HieNATIONAL UNDERWRITER 


January 17, 194) 





—.. 





Complete Committee Setup 
for N.A.L.U. Mid-year Meet 


WICHITA, KAN.—Complete com- 
mittee appointments for the mid-year 
meeting of the National association of 
Life Underwriters in Wichita March 
27-29 have been announced by General 
Chairman Lee Wandling, Equitable 
Society. Chairmen are: Publicity, 
Bert A. Hedges, Business Men’s As- 
surance; sales congress, W. H. Nicholls, 
Jr., Penn Mutual; reservations, E. V. 
Reed, Equitable of Iowa; attendance, 
M. F. Mulconery, New York Life; dec- 
orations, S. G. Glover, National Life & 
Accident; hospitality, Leo R. Porter, 
Lincoln National; finance, H. P. Linds- 
ley, Farmers & Bankers; entertainment, 
O. Lynn Smith, Connecticut Mutual; 
C.L.U. activities, Levi B. Rymph, 
Aetna Life; Kansas companies and 
agency meetings, Clayton Mammel, 
Farmers & Bankers. 

The sales congress committee will 
have charge of all the program except 
the business sessions of the N.A.L.U., 
which will be set up by the National 
headquarters and announced later. 

It is expected that many companies 
will hold agency meetings in connection 
with the gathering, which should boost 
the attendance to well over 1,000. 

Personal invitations are being ex- 
tended to local associations throughout 


Oklahoma, Colorado, Nebraska and 
Missouri as well as Kansas. General 
Chairman Wandling visited Kansas 


City and Oklahoma City last week. Mr. 
Hedges will deliver a personal invita- 
tion to the life men attending the In- 
dianapolis mid-winter meeting of the 
National Accident & Health Associa- 
tion Jan. 28-30. 

A promotion committee from neigh- 
boring states is to be announced soon, 
with the thought that the Wichita con- 
vention will be a middle west conven- 
tion and not a Wichita or Kansas 
meeting. 





Metropolitan Survey Shows 
Accident Trend Up in 1940 


It is estimated that accident fatalities 
in 1940 were about 98,000 or nearly 
5,500 greater than in 1939, according to 
figures compiled by Metropolitan Life. 
This reverses the downward trend in 
accident fatalities which has been in 
order since 1937. However, it is 5,000 
fewer than in that year. 

Each of the major classes of acci- 
dents shows an increase in deaths. Lives 
lost in automobile accidents are esti- 
mated at 34,500, a figure 2,000 greater 
than in 1938 and 1939. ‘Tt must be 
pointed out, however, that there has 
been a decided increase in auto travel 
in the year. The rise in other classes of 
accidents has been due in part to the 
national defense program which has 
brought more men into industry, thereby 
increasing the number exposed. Catas- 
trophes were also more frequent and 
took more lives in 1940 than in the 
preceding year. 





Life Course at Waukesha, Wis. 


About 20 Waukesha, Wis., life men 
have enrolled in a newly organized life 
insurance course to be given at the 
Vocational school there. The instructor 
is R. M. Forester, United Benefit Life, 
Milwaukee. The course is offered with- 
out charge. 


N. Y. Assembly Committee 


ALBANY—The New York assembly 
committee on insurance consists of Rus- 
sell Wright, Jefferson, chairman; Reoux 
of Warren, Marble, Ontario; Darling, 
Chautauqua; MacKenzie, Allegany; 
Kreinheder, Erie; Stuart, Steuben; 
Owens, Westchester; Crews, Kings; An- 
derson, Broome; Moran, Kings; Rudd, 
Kings; Foy, Albany; Turshen, Kings; 
Fogarty, Bronx. 








Increase your sales with “24 Men in 
24 Years.” 8 copies for $1. National 
Underwriter. 


Houston Unit Celebrates 
Best Year on Record 





SMITH 


HORACE R. 


Celebrating an all time high record in 
the Gulf Coast agency of Jefferson 
Standard Life, 24 representatives met 
in an all day session in Houston as 
guests of Horace R. Smith, manager. 

Homer G. Hewitt, state manager of 


Northwestern National, was guest 
speaker on “Motivation in 1941.” 
Announcement was made by Mr. 


Smith that the agency’s $2,500,000 in 
production from 25 producers was 
completed in 1940 on more than 1,000 
cases. Dec€mber was the one-hundredth 
consecutive month in which the agency 
showed an increase of insurance in 
force, bringing the total in force to 
$13,000,000. 








Ingenious Financing Scheme 
Not Illegal in Minn. 


ST. PAUL—Life insurance agents 
who arrange premium financing meth- 
ods for their clients through purchase 
of livestock are not violating the anti- 
discrimination statute of Minnesota, the 
attorney-general holds. 

Under the plan outlined, when a pros- 
pect says he is unable to pay the pre- 
mium, the agent tells him he can put 
the farmer in touch with a finance com- 
pany which will buy some livestock fot 
the farmer. The agent takes a note for 
the premium, secured by a second mort- 
gage on the livestock. After the farmer 
pays the finance company the original 
cost of the livestock, the insurance note 
becomes a first lien. 

Another method is for the agent to 
get the finance company to buy livestock 
for the farmer, who thereupon executes 
a mortgage to the finance company for 
the purchase price of the livestock, plus 
the amount of the insurance premium, 
plus a small service charge. When the 
original livestock and any increase is 
sold, the note is paid. The insurance 
company, however, is no longer inter- 
ested, as it obtained its premium from 
the finance company as soon as the note 
was executed. 





A. L. C. Offers Neb. Suggestions 


LINCOLN, NEB.—Ralph H. Kast- 
ner of Chicago, associate general coun- 
sel American Life Convention, has taken 
up the cudgels dropped by the Life 
Presidents Association in an effort to 
convince the Nebraska department that 
it should broaden the incontestable stat- 
ute. Mr. Kastner has submitted a draft 
of what the A. L. C. thinks should be 
submitted to and adopted by the legis- 
lature. It differs in only a few points 
from that which the Life Presidents sub- 
mitted, and which the department re- 
fused to endorse. He suggests as an 
alternative that the words “excluded 
risks” be added, or “prohibited risks.” 





Accounting & Statistical 
Group Announces Program 
for Chicago Parley, April 24 


A tentative program for the annual 
convention of the Insurance Accounting 
& Statistical Association at the Edge- 
water Beach Hotel, Chicago, April 24-25, 
has been announced by E, M. Karrmann, 
controller American United Life, presi- 
dent. 

L. D, Cavanaugh, president Federal 
Life, will give the welcome. At the gen- 
eral session Mr. Karrmann will give the 
president’s report. “Measuring unit costs 
as applied to ——— routines,” will be 
discussed by M. H. LeVita, statistician 
Fidelity SMe ‘Life; “Some factors for 
consideration in the elimination of office 
waste,” T. H. Steers, office planning and 
methods consultant; “Summary of the 


research facilities of the association,” 
B. H. Miller, statistician State Farm 
Life. 


Special Sessions Scheduled 


At the life session “Handling Agents’ 
Industrial Nets,” will be presented by 
E. F. Cooley, assistant supervisor Pru- 
dential; “Ordinary Accounting and 
Premium Billing,” J. E. Hyman, actuary 
Gulf Life; “Premium Accounting,” J. L. 
Staab, manager statistical department 
Continental Assurance; “Coupon Ac- 
cumulation,” E. V. Hoff, statistician 
Occidental Life; “Salary Savings Ac- 
counting and Billing,” Charles ‘Carrell, 
assistant controller Lincoln National 
Life; “General Accounting,” H. S. Mc- 
Nabb, manager valuation division Bank- 
ers Life of Nebraska; “Mortality 
Studies,” L. L. Stevens, assistant actuary 
Penn Mutual Life. 

W. R. Riddering, Federal Life, will 
be general chairman in charge of ar- 
rangements assisted by Kenneth Mullins, 
Washington National, life chairman; 
J. R. Freel, National Retailers, fire: 
ALTE. Forrest, Jr., North American Acci- 
dent, casualty. 

There will be an exhibit of account- 
ing and statistical equipment, according 
to John P. Walker, Jr., assistant secre- 
tary Southland Life, publicity chairman. 





Luin American Mutual Leader 


P. H. Luin, Des Moines general 
agent of the American Mutual Life, 
has been named president of the com- 
pany’s Life Production Club as a re- 
sult of leading in paid premium volume 
last year for the second consecutive 


year. He increased his volume of new 
business 20 percent above his 1939 
record. 





Nebraska Insurance Committee 


LINCOLN, NEB.—Three insurance 
men are on the commerce and insurance 
committee of the unicameral legislature: 
C. P, Peterson, general counsel Bankers 
Life of Lincoln; Ernest Adams, Omaha, 
and H. E. Bowman, Hastings, local 
agents. 

Amos Thomas, president 
Progressive Life of Omaha, 
member of the legislature. 


National 
is also a 








Inquiry at 9 a. m., $500,000 
Written, Examined by 3:45 


LOS ANGELES — Here’s a 
speed record to shoot at: 

A Los Angeles general agent 
reached his office about 9 a. m. 

Shortly thereafter a policyholder 
called on the telephone and told the 
general agent he felt somewhat 
insurance minded that morning and 
he wanted an agent to call. 

Result: At 3:45 p. m., there were 
in the air mail, bound for the home 
office, the signed application, medi- 
cal examination reports from two 
physicians, a life size radio-cardio- 
gram, a check for the first year’s 
premium, and the face amount of 
the — term policy was just 
$500,000 








Woman Passes Million 
Mark for Third Time 








Sis Hoffman, first lady of the Union 
Central Life, and leading producer, man 
or woman in 1939, the first time a mem- 
ber of her sex accomplished the feat in 
a major company, duplicated her million 
dollar performance in 1940 by paying 
for $1,004,558. To accomplish this for 
the third time in her career, she secured 
$280,000 in December. In 1934 Mrs. 
Hoffman paid for $1,007,635 and in 1939 
$1,074,000. With the "Union Central 
since 1925, she made her first $500,000 
year in 1930, and has since repeated five 
times, in addition to her million dollar 
years. Practically all of her business on 
48 cases last year, with one or two ex- 
ceptions, was written on women. 

Mrs. Hoffman’s sales are based ona 
tax approach. She believes that this is 
of greater importance than it has been 
because of the additional taxes which 
have been levied for national defense, 
Mrs. Hoffman finds women are anxious 
to give away part of their estates in 
order to ease the heavy taxation burden. 
It is possible to give away $4,000 in any 
year to as many individuals as desired 
under the gift tax exemption, In addi- 
tion, $40,000 may be given away once 
in a lifetime, whether it is single pre- 
mium life insurance, cash, or stocks and 
bonds. 

Mrs. Hoffman does not pretend to be 
a tax expert, but she is anxious to as- 
sist her prospects in solving their tax 
problems and if she does not know the 
answer to a tax question, she does not 
hesitate to say so, but will find out. In 
1941, Mrs. Hoffman has again set her 
goal at $1,000,000 so that she will qual- 
ify for life membership in the million 
dollar round table with three consecu- 
tive million dollar years. She is a mem- 
ber of the J. C. Benson home office 
agency, Cincinnati. 





High Honors for Veth. Westafer 


O. W. Veth and W. O. Westafer, 
veteran members of the White & Odell 
agency of Northwestern National Life 
in Minneapolis, were honored for long 
terms of distinguished service by O. J. 
Arnold, president, at a meeting of the 
agency. 

Both men, who rank among North- 
western National’s leading agents in 
amount of insurance in force, will, un- 
der the new plan of encouraging per- 
sisting business, henceforth devote 
most of their efforts to serv icing their 
large clientele. 

Mr. Veth has completed 20 consecu- 
tive years of qualification for the 
monthly honor roll, and 1,015 agg’ 
sive weeks on the app- -a-week club, 


addition to being company leader i 
production and premium income for 
1940. Mr. Westafer, who also has 2 


lengthy record of app-a-week club mem- 
bership behind him, has concluded 15 
years of honor roll qualification. 





TNEC Plans Final Report 


Members of the Temporary National 
Economic Committee held a meeting at 
Washington Wednesday to plan the 
preparation of its final report. A state- 
ment of progress was submitted by Dr. 
Dewey Anderson, executive secretary. 
and Chairman O’ Mahoney discussed the 
significance of the committee’s work 
with respect to the relation of govern- 
ment and business during and after the 
present crisis. 


Favors Service Commission 


T. Woody Evans, district manager for 
Equitable Society at Roanoke, Va., 
writes as follows: 

“T wish to thank you for the strong 
editorial on ‘That 2 Percent Service 
Commission’ in your publication of Dec. 
27, and to state that I for one agree 
with you. I think that a great service 
can be accomplished by such public ations 
as yours, continually stressing these 
things, and possibly the various home 
offices will see the light in due time. 
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Ross Moyer With 
Northwestern Nat'l 


MINNEAPOLIS—Ross E. Moyer, 


- for the past three years vice-president 
' and actuary of Continental Assurance, 
will join the official family of North- 
western National Life March 1 as un- 





 derwriting vice-president. 


Dr. Kar! W. Anderson, assistant med- 





MOYER 


ROSS E. 


ical director of Northwestern National 
becomes chief medical officer. James 
Q. Taylor continues as chief underwriter. 
Dr. Henry W. Cook, former vice-presi- 
dent and medical director, who served 
as chief medical officer since 1906, died 
last April. 

Mr. Moyer, who is 41 years old, is 
well known in life insurance circles and 
has broad actuarial and underwriting 
background. He is a fellow of both the 
Actuarial Society of America and the 
American Institute of Actuaries and is 
treasurer of the latter organization. He 
is chairman of the actuarial committee 
of the American Life Convention. Born 
in Illinois, Mr. Moyer graduated from 
University of Iowa where he special- 
ized in actuarial science. He went to 
Continental Assurance from Business 
Men’s Assurance. In 1938 he was 
elected a director of Continental Assur- 
ance, 

Mr. Moyer is married and has three 
children, two girls and a boy, attending 
school in Wilmette, Ill. The family 
will join him in Minneapolis at the con- 
clusion of the school term. 





Pilot Life Holding Agency 
Convention in Florida 


Pilot Life of Greensboro is holding 
an agency convention at Hollywood, 
Fla., which opened Thursday and ends 
Saturday. Approximately 150 qualified 
guests and home office officials are 
attending. 

The program opened with an address 
of welcome by Emry C. Green, presi- 
dent, and presentation of awards by J. 
M. Waddell, vice-president and agency 
manager, who presided at this session. 

party for a number of the leading 
agents and their wives was given 
Thursday evening by Mr. Green. 

_At the Friday morning session J. W. 
Underwood, manager of the ordinary 
office, Charlotte, and president of the 
Convention Club, is presiding. Talks 
are being made by Mr. Green, J. C. 
Smith, general counsel, Mr. Waddell, 
and T. K, Knight, supervisor for South 
Carolina. J. W. Carson, secretary, is 
interlocutor at a quiz session. A lunch- 
eon is being held for the members of 
the McAlister Clan, made up of those 
men with an outstanding volume of 
quality business. The regular session 
of the convention is adjourning with 
a banquet Friday evening, with Dr. H. 

. Starr, vice-president and medical di- 
rector, as toastmaster. 

Other home office men in attendance 





are: C. H. Benson, actuary, chairman 
of the program committee; L. L. Mc- 
Alister, superintendent of agencies, con- 
vention chairman, and W. L. Jessup, 
manager sales promotion and advertis- 
ing, chairman of transportation and at- 
tendance committees. 


Ohio Legislative Committees 

The makeup of the insurance commit- 
tees of the Ohio legislature has now 
been determined. Chairman of the sen- 
ate committee is O. W. Whitney, Sun- 
bury. Other members are Fred 
Adams, Bowling Green, vice-chairman; 
McKie, Cincinnati; Hunter, Ironton; 
Reiners, Cincinnati; Baertschi, Toledo; 
Vanik, Cleveland. 

Chairman of the house insurance com- 
mittee is Charles S. Best, Franklin. The 
other members are: Asmann, Hamilton; 
King, Clark; Kowalk, Sandusky; Ogan, 
Jr., Putnam; Pierce, Huron; Thompson, 
Noble; Cantwell, Mahoning; Kasch, 
Summit; McClure, Henry; Mahoney, 
Cuyahoga; Pokorny, Cuyahoga, and 
Zona, Cuyahoga. 


Drevescraft to Union Mutual 


T. V. Drevescraft, St. Paul advertis- 
ing executive, has been appointed assist- 
ant to the president of Union Mutual 
Life and soon will take up his duties ia 
the home office at Portland, Me. 








Western & Southern Has 
Big Insurance, Asset Gains 


At the annual meeting of Western & 
Southern Life, Charles F. Williams, 
president, reported a gain of $54,879,062 
insurance in force, and a gain in assets 
of $7,855,807. Assets now are $188,750,- 
861; insurance in force $993,552,639. 
There was an increase in capital and sur- 
plus of $1,380,858, bringing the total to 
$27,764,781 

Morse Johnson was elected a director 
to fill the vacancy caused by the death 
of his father, Clyde P. Johnson. 

Mr. Williams said the increase in in- 
surance reflects a decided improvement 
in economic conditions. 

More than three-fourths of the assets 
are invested in government bonds and 
first mortgages on improved real estate. 
The balance is composed of high grade 
securities such as municipal bonds, real 
estate and ground rents. 





R. T. Stuart 25-Year Man 


Robert T. Stuart has now completed 
25 years as president of Mid-Continent 
Life of Oklahoma. He got his first taste 
of the business by selling life insurance 
on a part time basis in Texas while 
teaching school. He subsequently quit 
the teaching business to become a full 


time life insurance man and he soon 
formed the ambition to become presi- 
dent of a life company. In 1905 he was 
the top salesman of Equitable Society 
and the next year he was the leader of 
Pacific Mutual Life. In 1916 he invested 
in Mid-Continent Life and in the same 
year was elected president. Assets of 
Mid-Continent amounted to $326,000 in 
1916 and now exceed $7,000,000. Dur- 
ing his administration Mid-Continent 
Life has paid $9,112,597 to policyholders. 





Farrell Agency Wins Contest 


In a contest between D. J. Farrcll 
agency of the Pacific Mutual Life in San 
Antonio and the Robert Watts agency 
in Kansas City, the San Antonio agency 
won. The result was determined on a 
basis of quota increase. The San An- 
tonio agency produced 214 percent of its 
assigned quota while the Kansas City 
agency produced 153 percent of its quota. 
Mr. Watts was cashier of the San An- 
tonio agency before going to Chicago 
and later to Kansas City. 





Fresno Agency Contest Winner 

The December sales contest honoring 
D. B. Morgan, president Northern 
Life of Seattle, was won by the Fresno, 
Cal. agency. Kansas City took sec- 
ond place. 











One of a series — Giv- 
ing facts about the 


Fidelity. 


E 





PRESTIGE - - COOPERATION - - CONTRACTS 


Success of Fidelity agents is furthered by the prestige 
of the Company, the cooperation it offers and the wide 
range of its policy forms. These factors are backed by the 
reputation it has earned for friendliness to agents and to 
policyholders. 


Founded in 1878. Assets more than $132,000,000. Insur- 
ance in force more than $370,000,000. Originator of ‘In- 
come for Life,” Disability and Accidental Death benefits. 
Operates in thirty-six states, including New York and the 
New England states. 


Effective training course. Ample working tools. Super- 
vision and assistance in the field. Pre-approach and lead 
producing direct mail services. Special plans for package 
and program selling. Fidelity agents are well equipped 
with these advantages. 


Contracts include all the regular life and endowment 
plans, Modified Life, Family Income, Family Maintenance, 
‘Income for Life,” Modified “Income for Life,’ Disability 
Income, Term to 65, Juvenile (age one month on) standard 
and substandard. 


Prestige, Cooperation, Contracts, Friendliness — are 
assets that promote the success of Fidelity agents. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Home Life Leader 








PAUL 8S. GESSWEIN 


Leading producer of the Home Life 
of New York for 1940 was Paul S. Gess- 
wein of the R. C. Ellis agency, New 
York City. Mr. Gesswein moved out in 
front early in the year and held his lead 
consistently month after month. Joining 
the Home Life in 1936, he has twice 
qualified for membership in the Presi- 
dent’s Club. 

He has also qualified as a member of 
the Million Dollar Round Table, estab- 
lishing his production record in the 12 
months from Dec. 1, 1939, to Dec. 1, 
1940. All but $56,000 was placed with 
Home Life. 

Before entering life insurance Mr. 
Gesswein was a naval architect and 
owned a well-established pleasure boat 
factory with sales outlets in many parts 
of the world. 


Pink Treats 
Activity in Campaign 











(CONTINUED FROM PAGE 1) 


It is said that the work was done at 
the expense of the individuals interested 
in their capacity of private citizens. 
While it is admitted that the work was 
done by agency employes it is said to 
have been done after office hours. In 
this connection it may be observed that, 
aside from any question as to veracity 
of these statements, the work was ac- 
tually performed in the office of insur- 
ance companies, even though they are 
claimed to be personal offices of the 
general agents.” 

Of Guardian and the Luther and Eu- 
bank agencies, the examiner reported 
that while the facts “may not be ade- 
quate to establish violation of law, their 
activities, nevertheless, are definitely in 
poor taste and not conducive to the 
maintenance of confidence in the insti- 
tution of life insurance. Without ques- 
tioning the right of any individual, in 
his capacity of private citizen, to en- 
gage in campaign activities, the pro- 
priety of such activity becomes ques- 
tionable when indulged in by agents or 
officials of life companies in the offices 
of such companies. 


Cites Peoples Committee 


“Although the above situation per- 
taining to company and agency activ- 
ity in campaigns is reprehensible, by 
far the more serious aspect of the situa- 
tion appears in the work of the so-called 
peoples committee to defend life insur- 
ance and savings. This committee 
maintains executive offices in Philadel- 
phia and is not an accredited representa- 
tive of any branch of the insurance busi- 
ness” or of any group of companies. 
This committee has circulated a num- 


ber of pamphlets and other forms of 
literature unquestionably designed to ex- 
cite the fears of owners of life insur- 
ance by telling them, among other 
things, that their life insurance invest- 
ments would be jeopardized under a 
continued Democratic administration, 
that the value of life insurance during 
the past eight years has diminished by 
50 percent and that life companies are 
in a tottering financial condition. 

“The literature is obviously inflam- 
matory and in all probability was dis- 
tributed through the mails to policy- 
holders, agents, bankers and other pro- 
fessional people.” 

The examiner reported that while the 
committee, being located in Philadel- 
phia, is outside New York’s jurisdic- 
tion, five members of the executive com- 
mittee, including R. E. Smith, the sec- 
retary, are situated in New York. In- 
cidentally it was not the committee’s 
literature which was involved in con- 
nection with Guardian Life or the Luther 
and Eubank agencies. 


Work of L. W. Douglas 


Mr. Pink’s report to the legislature 
stated that there has been some criticism 
because President L. W. Douglas of 
Mutual Life took an active part in the 
campaign and was one of the organizers 
of a committee for the election of Will- 
kie. While deploring the mixing of 
politics and life insurance as tending 
to further government regulation and 
control, he said that there can be no 
question of the right of any official of 
a life company to express his political 
opinions and even enter a political cam- 
paign if he believes it in the interest 
of the public and the country and that 
“no limitation on this right can or 
should be made or is here intended.” 


Statesmanlike Attitude 


“There is no question but that Presi- 
dent Douglas made sincere efforts to 
make it clear that his company as such 
was not engaged in political activities,” 
Mr. Pink’s report continues. “His 
speeches reflected statesmanship, tact 
and good spirit. But it is next to im- 
possible to disassociate a great life com- 
pany from the individual who heads it.” 

The report stated that the depart- 
ment investigated statements that Se- 
curity Mutual Life had participated in 
the political activities of the National 
Conference of Investors, an organiza- 
tion of railroad security ‘holders, which 
incidentally is run by R. Smith, sec- 
retary of the people’s committee. The 
examiner found that the company had 
not permitted the use of any of its rec- 
ords or facilities and that the president, 
F. D. Russell, had given but a small 
amount of his time. 


Praises Lincoln Statement 


Mr. Pink praised the statement pre- 
pared by President L. A. Lincoln of 
Metropolitan Life on election day and 
sent to Metropolitan offices the day 
after, disclaiming any political activity 
and reiterating the company’s policy in 
this respect. Mr. Pink said that mes- 
sage “was democratic in spirit and con- 
tributed to a healthy post-election out- 
look.” 

Observing that while the insurance 
law contains no specific prohibition 
against company political activity, the 
penal law is broad, punishing not only 
such activity but the circulation of false 
rumors derogatory to the financial con- 
dition of any insurance company. This 
being the case he doubted the need of 
putting a duplicate provision into the 
insurance code, adding that “spreading 
the facts before the public may influence 
those who conduct insurance companies 
to be more careful in the future with 
respect to the proprieties and the spirit 
of the law. Strict compliance with the 
law is undoubtedly not only in the gen- 
eral interest but is of particular im- 
portance o the great institution of in- 
surance which is custodian and trustee 
of so much of the public’s funds.” 





Use Accident & Health Week promo- 
tional material to increase sales. Write 
your company for details. 


Ill. Bankers Polls 
Industrialists on 
Money Rate Views 


A strong current of feeling that in- 
creased yields from high grade bonds 
and mortgage loans can be expected 
through the next decade is revealed in a 
survey of financial, business and indus- 
trial leaders just completed by Illinois 
Bankers Life. The investigation also 
shows some agreement among the au- 
thorities interviewed that interest rates 
will increase in the period, and that the 
demand for money by private enter- 
prise also will increase. 

Hugh D. Hart, vice-president and di- 
rector of agencies, who directed the sur- 
vey, pointed out that it is becoming in- 
creasingly difficult for insurers to make 
investments yielding enough to average 
the required minimum rate. 

Belief that the trend in interest rates 
will be toward somewhat higher yields 
is shared by Paul G. Hoffman, head of 
Studebaker; Chester W. Wright, Uni- 
versity of Chicago economist; T. H. 


Barton, president, Lion Oil Refining 
Co., and T. B. Freeman, head of Butler 
Bros. 


W. S. Farish, president Standard Oil 
of New Jersey, sees little if any change 
in immediate prospect but looks for an 
ultimate upswing, as does R. J. Wysor, 
president Republic Steel. Interest rates 
are probably at their low now, 
Gross, treasurer International Harves- 
ter, feels. With any demand for money, 
the tendency will be for a larger yield, 
says Santa Fe President E. J. Engel. Ex- 
pectation of a higher yield is shared 
also by C. A. Shaver, secretary U. S. 
Gypsum; Richard Wagner, president 
Chicago Corporation, and Max W. Babb, 
head of Allis-Chalmers. 

Government lending at low rates is 
quite likely to increase through the com- 
ing decade is the consensus of such au- 
thorities as H. W. Prentis, Jr., head of 
Armstrong Cork and former president, 
National Association of Manufacturers; 
H. Blanche, treasurer Celanese Corpora- 
tion; J. I. Lyle, Carrier’s head, H. G. 
Atwood, president of Allied Mills, and 
J. J. Pelley, president of the Association 
of American Railroads. Others, includ- 
ing Standard Oil’s Farish, U. S. Gypsum 
Shaver and Chicago Corporation Wag- 
ner think that federal lending will lessen. 

Leaders interviewed showed closer 
agreement that the demand for money 
by private enterprise will grow thrdugh 
the next decade than they did on the 
other subjects on which Illinois Bankers 
sought their opinion, Philip W. Knis- 
kern, president First Mortgage Corpora- 
tion, Philadelphia, being only one of a 
number expecting to see an increased 
demand. 

Charles G. Dawes, chairman of City 
National Bank, Chicago, took an overall 
bearish view of the investment situation, 
Kent C. Childs, vice-president, Conti- 
nental Illinois, Chicago, looks for a bet- 
ter yield from good investments and 
thinks the private enterprise demand for 
money should increase. “On a pure 
guessing basis only,” Philip D. Wag- 
oner, president of Underwood Elliott 
Fisher, thinks interest rates will go up, 
as does T. J. Carney, Sears’ president. 

Floyd B. Odlum, Atlas Corporation 
head, looks for higher money rates with- 
in the decade, as does Willard F. Place, 
vice-president, New York Central. 

There will be more and more federal 
financing of industry, the market will be 
kept good for low-return government 
bonds, yield from good bonds and mort- 
gages will not be greater and govern- 
ment lending at low rates will increase, 
in the belief of L. R. Boulware, vice- 
president and general manager Celotex. 
“But I still am not able to ‘view with 
alarm,’” he says. “We still have food, 
clothes and shelter in abundance. I see 
no reason to give up anything necessary 
while we divert our surplus productivity 
to tanks, ships and guns and may have 
to cut down on silks, automobiles and 
the movies.” 


State Examiners Report on 

Michigan Life’s Status 
LANSING, MICH.—The Michiga, 

and Ohio departments have reported op 


an examination of the Michigan Life, a; ; 


of Dec. 31, 1939. As real estate hold. 
ings, carried at $3,180,322, constitute 
60.69 percent of total assets, the exam. 
iners recommended that “appraisal Work 
be extended to cover the company’s ey. 
tire real estate portfolio as expediently 
as good business and procedure will 
permit.” It is explained that “during 
the course of this examination current 
appraisals were not secured with respec 
to the real estate holdings” but that 
“since the date of the last examination 
(Dec. 31, 1935) the company has ge. 
cured a number of appraisals on certain 
properties.” 

Admitted assets total $5,337,783 and 
liabilities $4,331,429, with a $480,43) 
surplus. 


Criticize Crawford Mortgage 


Examiners are critical of the failure 
to foreclose a mortgage on the Grand 
Laundry, of which A. J. Crawford, vice. 
president and member of the executive 
committee of the company, was presi- 
dent. The mortgage for $150,000 has 
been in default since 1932. As of Dec. 
31, 1939, the unpaid principal was 
$175,627, accrued interest $422, and de- 
linquent taxes $8,323. The examiners 
state they are “unable to see why this 
mortgage has not been foreclosed the 
same as other mortgages that have gone 
to real estate. The examiners are of 
the opinion that this loan requires in- 
mediate attention.” 

Unsold real estate amounted to a book 
valuation of $2,198,903 with $981,418 un- 
paid balances on land sold under con- 
tract. Most of the properties are rented, 
with the net income in 1939 amounting 
to 184 percent of the mean book value, 
while the four-year average was .i) 
percent. 

The company has six mortgage loans, 
having total book value of $96,011, on 
deposit with the state treasurer, Mort- 
gage records show three of the above 
loans to be for more than 50 percent oi 
the value of the property as appraised 
by the R. F. C. during 1932 and 1934. 
It is recommended that “a further de- 
posit be made to safeguard the amount 
required by statute.” 

The company has a lease with its 
president, A. J. Groesbeck, former gov- 
ernor, for the building it occupies at aa 
annual rental of $12,255. 

The balance of the third or final in- 
stallment of the $397,217 purchase price 
in the reinsurance contract between the 
Michigan Life and the Grange Life has 
not been paid. The examiners state that 
“the officers have taken the position that 
based upon the terms and conditions of 
the contract they are not obligated for 
further payments, due to deficient value 
of certain mortgages and real estate ac- 
quired by the company under the con- 
tract.” Litigation is in progress be 
tween the Grange Life receiver and the 
company, with directors of the latter 
having authorized a compromise offer 
to settle all obligations except for 
$110,000 to be spread in installments 
over a five-year period with interest at 
3 percent. 

The salary schedule shows no pay: 

ment to the president, salaries of $8,000 
each to L. J. Treanor, executive vice- 
president, and S. Lamb, executive 
vice-president and secretary. 


Eastern Round Table March 14 


The eastern round table of the Life 
Insurance Advertisers Association will 
be held March 14 at the Hotel Pennsyl- 
vania, New York City. é 

A. H. Reddall, Equitable Society, 1 
chairman of the committee in charge 0 
arrangements. Others on the committee 
are Miss Mary F. Barber, Penn Mutual; 
Richard Rhodebeck, United States Life: 
H. A. Richardson, Mutual Benefit Life: 
H. D. Shaw, Continental American Life, 
and A. H. Thiemann, New York Life. 

Plans for the round table program wil 
be discussed at a meeting of the com- 
mittee Jan. 24. 
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| Los Angeles Survey 


Covers Many Facts 


LOS ANGELES—At the end of 1939 
there were 3,542 agents licensed in Los 
Angeles county to which $6,642,997 in 
commissions were paid in 1939 or an 
average Of $1,875 per agent, according 
' to a survey made by a subcommittee 
| of the Los Angeles Chamber of Com- 






© merce consisting of D. L. Clarke, ex- 


ecutive vice-president Occidental Life, 
Cal, chairman; C. E. Bell, supervisor 
of agencies New York Life; Alex De- 
war, Equitable Society manager; W. K. 
Murphy, Northwestern Mutual Life 
general agent; and Leon A. Soper, Phoe- 
nix Mutual Life general agent. 

There were 2,441 salaried officers and 
employes in life insurance agencies and 
companies in Los Angeles in 1939 who 
were paid a total of $4,608,527 or $1,888 
per employe. A total of $286,000,000 
new life insurance was written in Los 
Angeles in 1939, representing $8,690,000 
in first year premiums. Los Angeles 
new business represented 2% percent of 
the U. S. total and first year premiums 
27/10 percent. 


Nearly 2% Billion in Force 


The report is being used to demon- 
strate life insurance’s important contri- 
bution to the economic life of the city. 

At the end of 1939, Los Angeles 
county residents had $2,440,000,000 life 
insurance in force for which they pay 
$75,000,000 in premiums annually. This 
is 1/50th of the U. S, total. Payments 
to policyholders and beneficiaries in Los 
Angeles in 1939 were $52,990,000. In- 
cluding commissions, salaries, rents, 
general overhead expense, payments to 
policyholders and real estate taxes life 
insurance paid out $67,848,600 in Los 
Angeles county in 1939. It is estimated 
that life insurance investments in Los 
Angeles county total $366,000,000 or five 
times the amount of gross annual pre- 
miums. 

The report was compiled from figures 
from 92.91 percent of the companies li- 
censed in California and 91.42 percent of 
the Los Angeles agencies. 

H. Leslie, general agent North- 
western Life, chairman of the Los An- 
geles chamber of commerce life insur- 
ance committee, presented the report to 
the Los Angeles Life Insurance Manag- 
ers Association. 





Injunction Holds Up New 
California Housing Project 


LOS ANGELES—The Metropolitan 
Life’s plans to erect a low-rent housing 
project in Los Angeles hit a legal ob- 
stacle in the form of a temporary in- 
junction issued by Superior Judge E. 
Wilson, restraining the company and 
Commissioner Caminetti from taking 
further action. Mrs. M. K. Ostbye, an 
apartment house owner, has attacked 
the constitutionality of the act which 
limits such projects to companies with 
assets of $50,000,000 with a minimum 
investment in a project of $1,000,000. 
It is contended that the act is discrimi- 
natory against smaller insurance con- 
cerns. It is also held that under the 
wording of the act there is a possibil- 
ity that if the act is declared unconsti- 
tional, the company might be perma- 
nently exempt from payment of taxes 
on any project already under construc- 
tion at the time of such a decision. 

Neither Metropolitan Life officials or 
Commissioner Caminetti would com- 
ment on the action. The suit is appar- 
ently sponsored by an apartment house 
owners’ group with the idea that the 
Project may curtail their revenues. 
Similar action may be taken by San 
Francisco apartment owners. 





Honor Veteran Agents 


James Stewart, who started with the 
Provident Mutual in 1906, Mrs. Kather- 


ine H. Pickett, who entered the business 
in 1918 and John Nute, who started in 
1922, received their first pension checks 
under the company’s new plan at a 
luncheon of the San Francisco agency of 
Provident Mutual at which they were 
honored. Telling of his early experi- 
ences in life insurance, Mr. Nute said 
that when he wrote his first case he was 
compelled to take two goats as part pay- 
ment of the premium. D. A. Hampton, 
San Francisco general agent, presided. 





Murrell Brothers Have Best Year 


LOS ANGELES—Mtrrell Brothers, 
Los Angeles general agency Mutual 
Benefit Life, had its most successful 
year in the last 10 with a 13 percent 
gain over 1939. The average size policy 
was in excess of $7,500 per life. During 
1940 four agents paid for in excess of 
$200,000; seven more than $150,000 and 


13 for over $100,000. All men under con- 
tract averaged $150,000, including four 
agents appointed in the latter part of 
1940. 

In the early part of 1940 T. G. Mur- 
rell, co-general agent, as lieutenant com- 
mander spent 30 days with the U. S. 
fleet. Later in the year he was called 
to service with the bureau of ships in 
Washington, D. C., where he is now 
stationed. 








Trust Quiz Session in Boston 


The Boston Life Insurance & Trust 
Council held an interesting clinic meet- 
ing, with representatives of trust com- 
panies and insurance men meeting 
questions from all members on trust 
and insurance problems. P. S. Gaither, 
Merchants National Bank, and J. C. 
Donahue, Webster & Atlas bank, an- 


swered the questions relating to trust 
matters. R. J. Lawthers, New Eng- 
land Mutual Life, and J. R. Warrer, 
Massachusetts Mutual, handled the 
questions on insurance problems. 


Attack Alberta Debt Act 

EDMONTON, ALTA—Legal action 
testing validity of the Alberta debt ad- 
justment act as it applies to mortgages 
was begun in Alberta supreme court 
by counsel for the Mutual Life of 
Canada in a foreclosure action on 
privately-owned property in Edmonton. 
The case is set for trial Jan. 27. 

The defense contended the fore- 
closure action is barred as the provin- 
cial debt adjustment board has not is- 
sued a permit to proceed with the 
foreclosure action. Counsel for the 
plaintiff then attacked the validity of 
the act. 








When it’s hard to make the grade, the 
extra power of the John Hancock Readjust- 
ment Income Plan helps to close the sale. 


It exerts a strong pull on the sentiments 
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of a family man because it protects his fam- 
ily at their time of greatest need. 
And it is easier to sell because it is pre- 


sold in our national advertising. 
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Problems of Boom 
for Insurance 





(CONTINUED FROM PAGE 1) 


beginning of universal compulsory mili- 
tary training? 

Will national war risk insurance kill 
the market for regular insurance? Are 
the younger men likely to convert it and 
keep it up after they get out of the 
army? The TNEC investigation report: 
What will it contain? Will it be fair? 
Will it be inclusive? Related to this is 
the possibility of federal regulation. A 
sensible attitude for the agent, Mr. 
Bendiner believes, is that there should be 
regulation and it doesn’t matter greatly 
to him who applies them, that it is up 
to congress, the states, and the people 
what kind of regulation there shall be, 
the vital consideration being that there 
shall be effective regulation. 

Increased national debt, probably 
reaching $100,000,000,000; increased 
taxes; inflation: this is going to be a live 
problem and will contine to a more 
marked degree. Inflation is already here 
to the extent that the dollar will buy 
less. It should mean to the thinking 
man that if he dies his widow will need 
more money to buy the same things. 


Social Security Changes 


Social security; will the retirement age 
be reduced to 60? Will the plan be ex- 
tended to take in more people? Will it 
continue survivorship benefits? Will the 
plan be changed to give a minimum pen- 
sion to everybody at a certain age re- 
gardless of contributions? Mr. Bendiner 
feels that it is high time that life insur- 
ance defined its field and let the govern- 
ment define its field on social security so 
that the latter may solve the mass pro- 
tection basis for elementary needs with 
the agent handling the individualized 
personal problems of the man who needs 
more than can be supplied in a social se- 
curity program. The agent has no cause 
to cry if the government does what pri- 
vate insurance cannot or will not do. 

Fear, particularly relating to war, will 
be in the minds of many people. 

The second major group of questions 
to be met by the life agent said Mr. 
Bendiner, is what does the public think 
or what should the public be thinking? 
First there is the tremendously increased 
flotation of government bonds, meaning 
competition for the market represented 
by the life insurance prospect who buys 
for investment. Then there will be stock 
market activity with its lure for those 
who should buy life insurance. Third is 
the market for luxury goods, particu- 
larly among those who are employed on 
an hourly or peacework basis and who 
become suddenly prosperous because of 
the war boom. Sales of luxury goods 
are already up. 

Problem of Speculation 


There is certain to be a great deal of 
speculation, aside from the stock mar- 
ket. No matter what laws are passed to 
prevent profiteering there are certain to 
be a lot of millionaires made. If anti- 
profiteering laws were too strict they 
would kill ambition, so they will not be 
too harsh. Speculation in the middle 
class is what the agent has to worry 
about. 

The public is going to be much inter- 
ested in social security and in employes’ 
pension plans. The latter are definitely 
increasing and there may be a tendency 
to delegate individual personal responsi- 
bility for these matters. 

The public may forget the need of 
building up its reserve against the in- 
evitable reaction after the runaway 
boom. The agent’s job is to educate the 
buyer to the need of building these re- 
serves. 

Fear, not of invasion or of a German 
victory, but a general worry about the 
uncertainties of the future will be in 
many prospects’ minds. 

Some of the things that will be on the 
minds of company managers during the 
next year or so will be low interest 
rates which will continue but should 
gradually and imperceptibly rise. This 


rise, Mr. Bendiner believes, will occur 
through the government having to offer 
higher and higher interest rates to bor- 
row the enormous amounts that it will 
need for defense financing. 

Shortage of opportunities to invest 
money will continue and while these op- 
portunities may develop it will be at 
least a year before they. have any effect 
on the situation. Also in company ex- 
ecutives’ minds is the question about 
what to do about war clauses and what 
to do about the TNEC. Because of the 
interest situation there will presumably 
be a continuance of the trend which lim- 
its or eliminates single premium policies 
and annuities. The net result is a feel- 
ing of uncertainty on managements’ part 
which may result in undue caution. 


Agent Needs Reserves Himself 


As far as the agent himself is con- 
cerned business will be good and the 
general effect of fear and increased 
taxes should stimulate life insurance. In 
addition to the dangers of forgetting 
fundamentals and raising living stand- 
ards too high, Mr. Bendiner mentioned 
that the agent himself will need reserves 
to fall back on when the defense boom 
collapses. Not only should he keep his 
personal and family expenses on a per- 
manent basis but he should not expand 
his business operations beyond what he 
can reasonably hope to maintain. 

On the positive side, Mr. Bendiner 
pointed out that people die poor for one 
of three reasons: they never had a plan 
to meet the possibility of death; they 
had a plan but didn’t live up to it; the 
plan they picked out failed. 


“Stick to Middle Class” 


For the average man the important 
thing is to pick a sound plan and keep at 
it and it is the agent’s role to help him 
do this. For this reason it is important 
for the agent to stick to the middle class 
and get them to meet their problems of 
living, educating the average man to 
meet the norma! problems of life and 
thereby helping him to ease the abnor- 
mal problems. 

“The outstanding characteristic of in- 
surance,” Mr. Bendiner pointed out, “is 
its ability through individual initiative 
and by sheer combination, to produce 
certainty and by analogy the life under- 
writer, with the tremendous number of 
uncertainties around him, can with cour- 
age and confidence and his feet on the 
ground produce a certain inherent cer- 
tainty, which is that the laws of love 
and life continue unchanged and life in- 
surance is meant to meet the problems 
of love and life. It is when we get off 
on tangents unrelated to these problems 
that we get into trouble.” 





Sunstroke Claim is Upheld 


ST. LOUIS—Death by heat prostra- 
tion or sunstroke is an accident within 
the meaning of the double indemnity 
provisions of a life policy, the U. S. 
circuit court of appeals has declared in 
a decision in favor of the wife of the 
late R. B. Griesedieck, president Griese- 
dieck Brewery, who died of sunstroke. 
Mrs. Griesedieck collected the ordinary 
life benefit under a $5,000 policy issued 
by the New York Life shortly after the 
death of her husband in 1930 but did not 
make a claim for the additional sum un- 
der the double indemnity clause until 
1937. 





Accident & Health Week comes March 
24-29. Stage a drive. Write your com- 
pany for promotional material. 


Policy Wallets 








Pertest for Remembrance Advertising! 
Leather Policy Wallets 


916 CALHOUN ST. 
FORT WAYNE, IND. 














Conn. General Names 
New Detroit, Newark Heads 


Frank M. Minninger, Jr., heretofore 
manager at Newark for Connecticut 
General Life, has been appointed Michi- 
gan manager of his company with head- 
quarters in Detroit. The new Newark 
manager is W. H. Barber, assistant 
manager of the Larkin agency in New 
York. 

Mr. Minninger was tendered a fare- 
well luncheon in Newark Tuesday, and 
Mr. Barber was introduced at that time. 
Vice-president H. Haviland and 
George Capen, superintendent of agen- 
cies, attended. 

T. F. O’Keefe has been the Detroit 
manager. 

Mr. O’Keefe, who has been manager 
for Connecticut General since the open- 
ing of the branch in 1932, submitted his 
resignation 60 days ago but did not an- 
nounce it until the appointment of his 
successor. He will remain as a personal 
producer and will devote more time to 
participation in two companies in other 
lines of business. 

After having been a manager for R. G. 
Dun & Co. for some years, he became 
sales manager of the Johnston & Clark 
agency of Mutual Benefit in Detroit in 
1923. He is president of Optimist In- 
ternational and served as president of 


Qualified Life Underwriters of Detroi F 


in 1931-32. 


Buys Adjoining Building 
in Modernization Move 


NEW YORK—Purchase of the nine. 
story loft building at 3 East 17th stree 
by United States Life was announce; 


by William Batchelder, real estate ang | 


mortgage department manager. The 
building is on a 25 by 100 foot plot, 
According to Mr. Batchelder the com. 
pany will demolish the building to the 
second floor in order to increase the {,. 
cilities of light and air for the home 
office building at 101 Fifth avenue, the 
rear of which adjoins the 17th street 
building. The company is planning t 
modernize the home office building, six 
floors of which have already been con. 
verted from loft to office space. 





Writes $213,000 in December 


Tom Bullard, Dallas general agent 
Central Life of Illinois since March, 
1940, wrote $213,000 business in De. 
cember, bringing his 10-month personal 
volume over the $500,000 mark. This 
is one of the company’s outstanding 
personal production records in many 
years. 





ANNIVE DE w Yi AIR 


“I’ve had wonderful luck with the new 
Berkshire Juvenile insurance — sold 2 


policies yesterday and have 3 more ap- 
pointments tonight! How do you like it?” 








Berkshire Juvenile Insurance is one of the most popular forms of 
life insurance protection that has ever been made available to the 
insurance buying public—one especially designed to fit requirements 
of boys and girls in the average family. 

If your sales kit does not contain such a policy, communicate with 
the nearest Berkshire General Agent. He will see that you are fully 
equipped to meet competition on an equal footing! 


too—but I wouldn’t call 
it luck! Juvenile insur- 
jes) ance has a strong buying 
appeal.” 
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General Agents of New 
England Mutual Gather 


(CONTINUED FROM PAGE 1) 


raising the production level of present 
field men, and increased importance 
should be given to setting certain mini- 
mum production requirements for the 
individual underwriter. 

A seminar was conducted by C. P. 
Dawson in New York city, general 
agent, and R. J. Lawthers, manager of 
the benefit department in the home of- 
fice. R. R. Hays, Jr., Los Angeles gen- 
eral agent, was chairman of the seminar 
on brokerage problems and S. C. Wood- 
ard, Des Moines general agent, led that 
on “Supervising Rural Agents.” 

At the dinner, C. J. Frisbie, Seattle 
general agent, spoke on “Strangest of 
All Is Man,” and Isadore Freid, New 
York city General Agent, recreated his 
“One Third of a Century with the New 
England Mutual.” 





Session on Agents Training 


Al W. Moore and W. B. Wagner, 
general agents in Philadelphia and Har- 
risburg respectively, were headliners of 
the session devoted to discussions of 
agency training for development of sell- 
ing ability. The importance of untir- 
ing drill, repetition and persistent prac- 
tice was stressed. Leaders in the panel 
discussion of this subject were General 
Agents H. A. Schmidt, New York city; 
R. W. Partridge, Boston: F. M. See, 
St. Louis; C. V. Bowes, Newark, and 
P. M. Smith, Columbus. 

Mr. Moore was elected association 
president for 1941, Mr. See vice-presi- 
dent and Linwood Butterworth, Rich- 
mond general agent, secretary-treasurer. 

One session was devoted to discussion 
of problems of business management 
faced in agency operation. Topics dis- 
cussed included “Operating a General 
Agency at a Profit,” Guy D. Randolph, 
Cincinnati; “Business Costs and Their 
Relation to Profits,” H. G. Swanson, 


Chicago; “Conservation,” Merle G. Sum- 
mers, Boston; “Financing Agents,” Hor- 
ace Mecklem, and “Making Both Ends 
Meet,” C. F. Collins, agency secretary. 


Discuss “Career Underwriting” 


Reviewing the results of New Eng- 
land Mutual’s ‘career underwriting” 
training course, W. E. Hays, director of 
agencies, told of the direct correlation 
between the enrollment in the course 
and the two indices of increased per- 
sonal production and reduced turnover. 
Recent additions to the course dealing 
with phases of “Advanced Underwrit- 
ing: Estate Conservation, Business In- 
surance, and Pension Trusts” are ex- 
pected to yield results at least as satis- 
factory, he stated. Mr. Hays also dis- 
cussed the success of the social security 
sales plan, which, he reported, has 
proved one of the most popular and ef- 
fective ever presented. 

D. W. Tibbott, director of advertising, 
outlined objectives of the current adver- 
tising campaigns, both timely copy 
theme in national magazines relating 
the national defense program to per- 
sonal and family security through life 
insurance, the new series of recruiting 
messages in college alumni publications 
and the variety of material for direct 
advertising. 


Talks on Taking Inventory 


Summing up the theme, Mr. Butter- 
worth spoke on “Taking Inventory of 
Our Opportunities,” stressing the im- 
portance, in life underwriting, of the 
intangible values which have been built 
up through a century of trusteeship in 
the spirit of mutual protection, and the 
tangible values offered in the policy 
guarantees. 

President Smith reported the home 
office is constantly studying methods of 
broadening the service. One illustration, 
he said, is in its attitude toward aviation 
risks. “We have again liberalized our 
rules regarding passenger aviation haz- 
ard, so that the total exclusion amend- 
ment will rarely be required,” he said. 


He emphasized, however, that the 
company’s experience covers seven ma- 
jor depressions and four wars, and that 
in all planning for the future, the chief 
objective must be to guarantee New 
England Mutual's impregnability in all 
eventualities. 





Prof. Blanchard to Contact 
Insurance Men on Trip West 


Prof. R. H. Blanchard, who is in 
charge of the insurance courses at 
Columbia University, has been granted 
a half-year’s leave of absence commenc- 
ing Feb. 1. 

Mr. Blanchard will make an exten- 
sive motor trip, visiting states along 
the Atlantic seaboard and the Gulf, 
Texas, the southwest, and California, 
returning by way of the central states. 
He expects to make a general survey of 
insurance conditions in these territories 
and to talk with agents, company men, 
state officials, and insurance buyers. 

It has been his practice during his 25 
years in educational work to keep in 
close contact with practical men and 
the conditions under which they work, 
in order to maintain a realistic view of 
the insurance business. He hopes that 
the net results of this trip will be a 
clearer understanding of the problems 
which insurance men face, and conse- 
quently a more adequate basis for his 
educational work. 





W. K Murphy, Los Angeles general 
agent Northwestern Mutual: Life cele- 
brated his 25th anniversary as general 
agent there at the annual meeting of the 
agency. He received a plaque from his 
associates in the agency. His father for 
24 years was a general agent in Wiscon- 
sin of the Northwestern Mutual. His 
son, W. K. Murphy, Jr., who for the past 
year or more has been in the agency, is 
on leave of absence and is attending the 
army aviation school. 


Phoenix Mutual | 
Advances Three 


Three promotions in the investment 
staff of Phoenix Mutual Life are an- 
nounced. 

Edward H. Little, formerly treasurer, 
was advanced to vice-president and 
treasurer. Lyndes B. Stone and A. 
Chandler Ryder were advanced to as- 
sistant treasurer. 

Mr. Little graduated from Princeton 
University in 1905. In 1910, he received 
an M. E. degree from Stevens Institute, 
and shortly after went with Gunn & 
Richards & Co., production engineers. 
He served in the war as a major. He 
entered the investment department of 
Phoenix Mutual in 1928. In 1930 he 
was made financial secretary and in 
1934 was advanced to treasurer. 

Mr. Stone is a graduate of the Uni- 
versity of Kansas and of Yale law 
school. After a year’s experience with 
a Tulsa law firm, he joined the legal 
department of Phoenix Mutual in 1931. 
In 1936 he became head of the mort- 
gage loan division and, in 1939, was ad- 
vanced to assistant to the treasurer. 

Mr. Ryder has been a member of the 
treasury department of Phoenix Mutual 
since 1931. He is a graduate of the 
University of New Hampshire and is 
now taking a special course in the 
graduate school of banking at Rutgers. 
He was appointed assistant to the 
treasurer in charge of the bond division 
in 1939. 


Shoemaker Agency 21% Ahead 


The George P. Shoemaker agency of 
Provident Mutual in New York had a 
21 percent gain in paid business for 
1940 as against 1939. With a total of 
$1,601,000 of paid business, exclusive of 
annuities, the Shoemaker agency fin- 
ished 12th in the entire company with 
107 percent of its quota. 





HOU IJOWN LINCOLN ENLARGED 
HIS FIELD OF PROSPECTS 
WITH BUSINESS INSURANCE! 







SAN, THIS KIT 
I NEED. 


BESIDES THE FACTS 
THERE ARE SALES TALKS, 
APPROACHES AND closes / 


HAS EVERY THING 












JJ JOHN, THis BUSINESS INSURANCE 
KiT SHOULO OPEN UP A NEW AND 





FOR YOU // 










PROFITABLE FIELD OF PROSPECTS{#, BOSS. TLL 
STUDY UP 









THANKS, 














SO YOU SEE, EVEN IN A 
SMALL BUSINESS LIKE DRY 
CLEANING YOU NEED 
PARTNERSHIP INSURANCE. 








THANKS. WE 
APPRECIATE 
YOUR HELP. 













WE KNOW WE NOW 
HAVE ONE HARDWARE 
BUSINESS PARTNERSHIP 
THAT IS SAFE /! 





YES. SHOULD ANY- 
THING HAPPEN TO 
EITHER OF YOu , YOUR. 

FAMILY WILL GET CASH 
~ NOT BUSINESS WORRIES 


_ ims 


l YLL GET TOGETHER .WITH 
OUR LAWYER. ‘THIS PLAN 
REALLY PROTECTS A 
CLOSE CORPORATION! 





SURE YOU HAVE 


BUSINESS INSURANCE HELPED ME INTO 
A NEW FIELD OF PROSPECTS. 
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YOU NEED/ 
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No Time for Production Conservatism 


Tuart 1941 is to be a big year, perhaps 
even dwarfing any year that has ever 
gone before, seems to be an inescapable 
conclusion. That does not mean, how- 
ever, that all will share alike in the busi- 
ness engendered by the spending of un- 
heard of billions by the government. 
Perhaps the year will be so good that 
even those who'don’t work very hard will 
not be able to avoid getting business. 
However, the fact will still hold true thet 
those who are active, aggressive, re- 
sourceful, will be the ones to profit. 
There will still be thousands of depres- 
sions for individuals. 

People have never before contem- 
plated so coldly the prospect of a certain 
boom with the almost unanimous expec- 
tation that it will be followed by collapse. 
There have been bears in the midst of a 
boom that have had misgivings about 


how long it would all last, but probably 
never before has a people regarded an 
upward and then a downward curve as 
immediately inevitable. 

It is not unlike the situation of the 
dyspeptic who knows that after his tur- 
key dinner he must have a soda. 

It seems to us that anyone proceeding 
on the theory that 1941 and possibly 1942 
are turkey years and 1943 is a soda year 
should strive mightily to get at least 
their share of the business during the 
turkey years. Those who don’t get their 
share during the bounteous period ahead 
will be just that much harder up in the 
less bountiful years than those who do 
get their share. This is the year when 
the sights should be set high. Quotas 
and objectives should be ambitious. It 
is no time for conservatism in plotting 
business getting activity. 


Buying What One Desires 


W. B. Monroe of New Orleans, 
agent of the Union Central Life, who 
is a member of the Million Dollar 
Round Table, in giving a talk, suggested 
that some life insurance salesmen make 
the mistake in their approach or in 
the early canvass in that they endeavor 
to convince a prospect that he should 
buy life insurance. 

Said Mr. Monroe: “Who in the world 
wants to buy life insurance? Nobody. 
All of us want our children educated, 
want income in our old age, monthly 
incomes for our family and cash to pay 
estate taxes, etc. Stress these ideas and 
let the other guy peddle his life insur- 
ance. Life insurance to the average 


What Cuts Dividends 


Drivivenps lowered or kept low seem to 
be the order of the day but there is 
some consolation that can be passed on 
to the policyholder who complains that 
his insurance costs are higher than he 
anticipated. That feeble ray of sunshine 
is the fact that if the cause of low divi- 
dends were removed the policyholder’s 
lowered insurance cost might be more 
than offset by an increased tax burden. 

Dividends are low because interest 
rates are low. Interest rates are low 
largely because the government, faced 
with spending for recovery or defense, 
wants to finance its borrowings as 
cheaply as possible. Interest on the 
government debt is paid by the tax- 
payers. Consequently if the general 
level of interest rates were higher, pol- 


prospect simply means cash at death.” 
Mr. Monroe certainly struck a note 
in life insurance selling that should be 
executed into action. People purchas- 
ing insurance are too much inclined to 
regard the transaction as an expense. 
The payment of a premium is budgeted 
like monthly expenses. In other words, 
we don’t get a proper conception of 
what life insurance does. If, instead 
of “selling life insurance,” agents would 
sell education, income, old age retire- 
ment and so on, there would be some- 
thing concrete in the mind of the pros- 


pect. He would then be _ buying 
something which he most devoutly 
desires. 


Cuts Taxes, Too 


icy dividends would also be higher but 
taxes would be much higher because the 
government would have to pay a higher 
rate of interest on its bonds. 

It might be said with much truth that 
it would have been better if the govern- 
ment hadn’t been able to keep interest 
rates low and had therefore borrowed 
less for projects that were not so es- 
sential as the current defense pro- 
gram. Yet the administration, being 
committed to the theory of spending our 
way to recovery, might then have at- 
tempted to pay for its spending pro- 
gram on a pay-as-you-go basis, which 
would have boosted taxes much more 
than interest would. 

It might be argued that if interest 
rates were to rise there would be no 


need for government spending, since 
higher interest rates would be accom- 
panied by increased business activity, 
general prosperity and elimination of 
the need for government borrowing for 
pump-priming projects. That argument 
might have been valid before the de- 
fense program got under way. But 
even without any more pump-priming 


have to 
the next 


the government is going to 
borrow billions of dollars in 
few years. 

So policyholders might as 
what consolation they can from the 
realization that if policy dividends are 
low it also means that taxes are for 
the same reason less burdensome to 
them. 








PERSONAL SIDE OF THE BUSINESS — 





Emile Bienvenu, certified public ac- 
lic accountant of New Orleans, who has 
just retired as chief examiner of the 
Louisiana insurance department, has 
published a revised edition of his volume 
“Accounting and Business Dictionary.” 
This is an enlarged edition. The book 
was first published in 1922 to provide 
correct definitions and proper use of ac- 
counting, financial and business terms. 

Frank Yetka, who retires Feb. 1 as 
Minnesota insurance commissioner after 
completing a six-year term, has made no 
definite plans for the immediate future. 
His first consideration will be his health, 
which has not been good the past year 
or more. If it is possible for him to ar- 
range it, Mr. Yetka may spend a part 
of the winter in the south, where he feels 
the mild, dry climate may improve his 
health. 

Mobilization of the national guard 
called Capt. E. L. Miller of Aberdeen, 
S. D., field assistant of Equitable Society, 
into active duty. 

Thomas A. Lauer, district agent 
Northwestern Mutual Life, has been re- 
elected president of the Joliet, Ill., As- 
sociation of Commerce. 


C. C. Day, general agent Pacific Mu- 
tual, and R. T. Stuart, president Mid- 
Continent Life, have been named on the 
board of the Oklahoma City chamber 
of commerce. 

D. E. Sprague of Boston, known 
throughout the country as song leader 
at many life conventions, has been 
awarded the silver cup of the J. O. Bo- 
gardus agency of the Union Mutual 
Life as the most valuable associate for 
his 1940 production record. James 
Voss, with the agency only since March 
15, 1940, was runner-up. 


Walter DeC. Moore was honored at 
a testimonial dinner in Portland, Me., 
for having led the state in 1940 for the 
Mutual Benefit Life. In 1938 after 31 
years service, Mr. Moore retired as 
general agent and for the last two years 
has been a top ranking agent in Maine. 
G. Franklin Ream, assistant superin- 
tendent of agencies, represented the 
home office. D. H. Stimpson, general 
agent, presented Mr. Moore a plaque 
in commemoration of his record. Speak- 
ers included Commissioner Francis of 
Maine and a number of civic leaders. 


Sidney J. Be-Hannesey, a young 
agent in the Hastie agency of Mutual 
Life of New York in Chicago, has dem- 
onstrated that it is possible to over- 
come the greatest handicaps and be 
successful in life insurance selling. 
Since last June, when he went with the 
agency, he has sold and paid for 22 ap- 
plications while continuing his studies 
at University of Chicago Mr. Be-Han- 
nesey, of Assyrian origin but born in 


this country, was a_ basketball and 
swimming star at the university. In 
diving too deep he received injuries 
which necessitated a delicate spinal op- 
eration, and_he became almost totally 
paralyzed. For more than a year he 
underwent heat treatments and exer- 
cise, so that now he is able to get 
around on two crutches, although with 
the greatest difficulty. He was an 
honor student at U. of C. and won a 
law scholarship, Mr. Be-Hannesey’s life 
insurance sales record has been accom- 
plished in his spare time when not in 
class. He has sold mainly small poli- 
cies but including several $2,000 con- 
tracts and a $10,000 one. His indomitable 
spirit, according to Manager J. R. Has- 
tie and C. M. Letton, agency organizer, 
is an inspiration to the staff, and he 
has a good chance of overcoming his 
disability by the outdoors life and exer- 
cise called for in soliciting. 

Gen. J. F. Howell of Bristol, Va., old- 
est agent of the Travelers, is celebrating 
his 95th birthday Jan. 17. General 
Howell, who is commander-in-chief of 
the United Confederate Veterans, served 
three years as a Confederate soldier. In 
commenting upon his longevity, he said: 
“During my whole life I have been rea- 
sonably temperate. I have always tried 
to be optimistic, to enjoy the humorous 
side of life and to avoid unfair criticism. 
I have always avoided idleness, looking 
forward rather than backward.” 

Earl B. Brink, Michigan state man- 
ager of the United Benefit Life and Mu- 
tual Benefit Health & Accident, was 
installed last week as president of the 
U. & I. Club of Detroit, a luncheon or- 
ganization. He served as vice-president 
the past year. 

William E. Wright, associate man- 
ager Mutual Benefit Life, Toledo, has 
been elected president of the Com- 
munity Chest there. 

G. A. B. Woodley of the Tice & 
Jeffers home office agency of Midland 
Mutual Life in Columbus is now i 
army service as a lieutenant stationed 
at Fort Hayes, Columbus. He got his 
first military instruction at Ohio State 
Universiy. 

G. S. Van Schaick, vice-president of 
New York Life and former superin- 
tendent of the New York department, 
has been elected a trustee of the Bow- 
ery Savings Bank, New York. 


DEATHS 


John W. Blevins, retired Chattanooga, 
Tenn., company executive, died from @ 
heart ailment in Atlanta at the home of 
his son, Boyd J. Blevins, southern  su- 
perintendent of the Equitable Society. 
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He had been in failing health for some 
time. Mr. Blevins went to Chattanooga 
in 1902 and joined the staff of the Vol- 
unteer State Life. After several years, 
he became associated with the Inter- 
state Life & Accident as vice-president 
in charge of its accident and health de- 
artment. He was quite active in the 
Health & Accident Underwriters Con- 
ference at one time. He retired from 
active business in 1936. 

H. R. Earhart, 65, for many years an 
examiner in the Ohio department, died 
at Laguna Beach, Cal. 

Charles P. Carroll, 64, vice-president 
of the Kansas City Life, and for years 
one of its leading producers, died in a 
Kansas City hospital. He had been 
jll with the “flu” for a week. Mr. Car- 
roll was a pioneer of early-day life in- 
surance selling, and was a veteran at 
the turn of the century. The past 20 
years he concentrated chiefly on Kan- 
sas City business, and was one of the 
first members of the Million Dollar 
Round Table there. 

Peter Sawka, 44, for 10 years super- 
intendent of the Western & Southern 
Life in Detroit, died there after a long 
illness. 

Randall F. Walker, 46, agent for the 
New York Life in New Orleans, who 
was the company’s leading agent in 
volume of sales in 1939, died in St. 
Louis following an_ operation. A 
brother, Henry E. Walker, is retired 
agency director in St. Louis of the 
same company. 

Harry A. Glasgow, vice-president, 
who supervised the Continental Assur- 
ance branch office in the Insurance Ex- 
change, Chicago, died in St. Luke’s 
Hospital there Monday due to heart 
failure superinduced by hypertension. 
He had been ailing for several years 
with nephritis and recently was at the 
Mayo Clinic. Mr. Glasgow was equally 
prominent in the general insurance field 
at Chicago, having been first a partner, 
then a vice-president in executive charge 
of R. W. Hyman & Co., general insur- 
ance agency, from 1916-36. He was a 
modest, kindly man, who came from a 
poor family in Ohio and was practically 
self-educated. He started as office boy 
with Pacific Mutual Life in Cleveland, 
becoming cashier there, then some years 
later going with the Continental Cas- 
ualty home office in Chicago. He rose 
through various positions until he was 
placed in charge of the commercial 
accident and health department in the 
home office, resigning in 1916 to go 
with Hyman & Co. When the down- 
town branch of Continental Casualty- 
Assurance moved into the Insurance 
Exchange in 1936, Mr. Glasgow was 
named vice-president in executive charge 
and held this post for about two years. 
Then when N. O. Hoag was placed in 
charge Mr. Glasgow was second in 
command. When E. L. Grant, manager 
Continental Assurance in the branch, 
became ill three years ago Mr. Glasgow 
supervised that department. He was a 
baseball player in his youth and played 
on a semi-professional team. He was 
keenly interested in tennis, squash and 
badminton, which he played frequently 
at Chicago Town & Tennis Club. A 
son, Robert J., a graduate of Dartmouth, 
is connected with the Continental Cas- 
ualty home office in research work. 
Harry Glasgow was for many years a 
member of the Normal Park lodge of 
Masonry. 


“Field” Promotes R. G. Griffin 


Robert G. Griffin, formerly news edi- 
tor, has now been made managing ed- 
itor of the “Insurance Field.” The posi- 
tion of managing editor has been vacant 
since last March. Mr. Griffin graduated 
trom Harvard and has been connected 
with the “Insurance Field” since 1937. 

Miss Eleanor Gesner has been made 
associate editor. She has heretofore 
been editorial assistant. 





A. R. Dalchau, who has represented 
the Kansas City Life at An Angelo, 
Tex., several years, has been appointed 
agency supervisor of the O. Sam Cum- 
mings agency. 





COMPANIES 





Bankers of Iowa Is 
Entering Group Line 


DES MOINES—Bankers Life of 
Iowa will expand its field and shortly 
begin writing group life insurance and 
other group forms, President G. S. Nol- 
len announced. Directors approved the 
step Monday. 

This is the first of the large Iowa 
companies to enter the group field Mr. 
Nollen said. “Group insurance is in 
harmony with the general development 
of our national economy,” he comment- 
ed. “It offers a medium through which 
to furnish insurance to business and in- 
dustrial employes at a relatively low 
cost. We feel that the time has come 
for the Bankers Life to join with the 
other large life insurance companies of 
the United States in furnishing life in- 
surance coverage of this kind.” 


Walter Bjorn in Charge 


A group department is being estab- 
lished, in charge of Walter Biorn, New 
York City, who will move here Feb. 15 
to supervise setting up the department. 

Mr. Bjorn has had long experience in 
group insurance, having been an official 
in the group department of Connecticut 
General Life for several years, and more 
recently he was vice-president and actu- 
ary of the Associated Hospital Service, 
New York City. He is a fellow of the 
Actuarial Society of America and a grad- 
uate of Trinity College, Hartford. 

Commissioner Fischer of Iowa on be- 
ing apprised of the Bankers Life action 
expressed pleasure an Iowa company 
was entering the group field. This type 
of insurance, he said, experience shows 
is progressive and in keeping with mod- 
ern trends. “Employers are more and 
more becoming mindful of the future se- 
curity of employes,” he commented. 


Lincoln National to 
Expand Participating End 


Lincoln National Life intends to 
amend its articles of incorporation so as 
to permit the company to expand its 
participating business under definite 
rules governing the proportionate prof- 
its that may be paid to stockholders 
arising from the participating depart- 
ment. Such a proposal would be sub- 
mitted to stockholders Feb. 5. 


Reports on Central States 


ST. LOUIS — Superintendent Lucas 
has filed a report on the rehabilitation 
of the Central States Life covering Nov. 
26 to Dec. 31. Receipts totaled $273,924 
and disbursements $270,027. Receipts 
included $87,590 from policy premiums. 

In a conference at Little Rock, with 
Commissioner Harrison of Arkansas, 
Mr. Lucas and G. P. Henderson, secre- 
tary-treasurer Central States Life, agreed 
on a satisfactory plan for the adminis- 
tration of the company’s assets and 
affairs in Arkansas. Commissioner Har- 
rison is ancillary receiver. 

Conferences have been held in Okla- 
homa by C. D. Henson, chief counsel 
Missouri insurance department, in con- 














OPPORTUNITY: 
Live, progressive Catholic life insurance organi- 
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nection with a petition filed with the 
U. S. district court in Tulsa seeking to 
have the Oklahoma assets liquidated for 
the benefit of the Oklahoma policyhold- 
ers. Central States Life has approxi- 
mately $7,890,000 of insurance in force 
in Oklahoma. Assets in the state, prin- 
cipally farms, have a book value of $218,- 
000, which were written down to = 000 
by examiners. 


Columbus Mutual Life May 
Erect New Home Office 


Columbus Mutual Life announces that 
it is planning to erect a new office build- 
ing at the southeast corner of Broad and 
Sixth streets, Columbus, O., if bids are 
satisfactory. Some time after Jan. 25, 
bids for about 600 tons of structural 
steel will be received. If those bids are 
satisfactory, bids on the general contract 
and for mechanical work will be asked 
some time after Feb. 1. 

If the plans mature, the structure will 
be of cut stone and three stories high. 








West Coast Amplifies Plans 


SAN FRANCISCO—Plans for in- 
creased activity by the West Coast Life 
were outlined at a conference here of 
agency managers by H. J. Stewart, vice- 
president and manager of agencies, fol- 
lowing announcement that the company 
is entering the accident and health field. 

Hospital contracts will be offered with 
or without surgical benefits to employed 
individuals and family groups. Income 
protection will be written with either of 
two sickness clauses. Partial disability 
may be excluded from accident coverage 
with a reduction in premium. Hospital, 
nurse or blanket medical expense reim- 
bursement as well as other features may 
be added. A personal automobile acci- 
dent policy will be issued. 


R. M. Turner Joins Missouri Ins. Co. 


Robert M. Turner, formerly manager 
of the insurance department of the John 
M. Armbruster Company and its affili- 
ated Community Federal Savings & 
Loan Association in St. Louis, has been 
appointed special home office representa- 
tive of Missouri Insurance Company. 

He will primarily devote his time to 
the mortgage cancellation department, 
which specializes in reducing term life 
insurance contract which, in the event of 
the death of the home owner, will auto- 
matically cancel the unpaid balance due 
on his mortgage. The company expects 
an increase of more than $5,000,000 in 
new business’ from this source alone in 
1941. 








Enters Credit Insurance Field 


Reserve Loan Life of Texas has 
opened a department to insure the lives 
of borrowers from banks and other 
lending institutions. It has prepared a 
special contract known as the credit life 
protection policy. The department is 
in charge of Harold C. Yates, who has 
been manager of the credit life insur- 
ance department of Guardian Life of 
Dallas. He was also with American 
Standard of Fort Worth and Postal 
Mutual Indemnity of Dallas. 


Minn. Mutual Shows Good Gains 


At the close of 1940 Minnesota Mu- 
tual Life had $240,460,689 in force, an 
increase of 15.6 percent compared to 
1930. Assets of $51,277,570 show a gain 
of 102 percent for the decade and sur- 
plus of $3,281,333 a like increase. 








At the annual meeting the Penn Mu- 
tual Life at the home office in Phila- 
delphia over 2,100 members cast votes. 
The moving picture, “American Por- 
trait,” was shown. 





SALES PLANS THAT GET RESULTS 
are published in The Casualty Insuror 
every month. Monthly, $1.50 yr. 175 
West Jackson Bivd., Chicago. 








AMONG COMPANY MEN 





Four Penn Mutual 
Officials Advanced 


The 
Floyd 
Herbert 


Mutual Life has elected 
second vice-president; 
second vice-president; 


Penn 


T.. Starr; 
Adam, 





FLOYD T. STARR 


H. E. White, treasurer, and Dr. C. F. 
Nichols, assistant medical director. 

Mr. Starr graduated from the Uni- 
versity of Pennsylvania. He was ap- 
pointed assistant to the president in 
1934 and was elected treasurer in 1938. 

Mr. Adam has been with the Penn 
Mutual since 1914. He is a graduate of 
Temple University and a former faculty 





HERBERT ADAM 
member of Temple’s law school. He 
Was appointed assistant counsel of the 
Penn Mutual in 1928, associate counsel 
in 1930, and assistant vice-president and 
supervisor of claims in 1934. 

Mr. White went to the Penn Mutual 
in 1937 from Drexel & Co., with which 
he had been associated for 16 years. 





Joins Central of Ia. 





Carl Zimmerman has been appointed 
field supervisor in Iowa for Central Life 
of Des Moines. 
This is a newly 
created position. 
He will be in 
charge of pro- 
duction of new 
business in east- 
ern Iowa with 
headquarters at 
the home office. 
Mr. Zimmerman 
entered life in- 
surance in 1936, 
and has had a 
successful career 
as personal pro- 
ducer and super- 
visor. At the 
time of his ap- 
pointment, he was with the Penn Mutual 
Life agency in Des Moines as supervisor. 





Carl Zimmerman 


In 1938 he was appointed assistant 
treasurer. 
Dr. Nichols went to the Penn Mu- 


tual in 1931 as cardiologist. He had 
been graduated from the medical school 
of Columbia University and received 
his master’s degree from the medical 
school of the University of Pennsyl- 
vania. 





Pacific Mutual Advances Urich 


E. H. Urich, with Pacific Mutual 
Life for 20 years, has been appointed 
superintendent of the life maturity de- 
partment. Starting as an agent in 
Denver, he later joined the accident 
and health department. He later served 
as a division head and since 1936 has 
been assistant to L. W. Morgan, vice- 
president new issue department. 





Life & Casualty Changes Made 


Holt Bean has been appointed assist- 
ant vice-president of Life & Casualty. 


He is in the loan department. M. A, 
Simpson, assistant secretary in charge 
of the ordinary policy department, jg 
on a leave of absence because of jj 
health. His work is being handled py 
J. E. Rundle, who has been operating 
in the claim department. 


Panchuk Joins Federal L. & C. 


LANSING, MICH.—John Panchuk, 
assistant attorney-general and legal ad. 
viser to the insurance department for 
the past four years, has been appointed 
counsel by the Federal Life & Casualty 
of Detroit. Mr. Panchuk was_ promi. 
nently mentioned as a possible selection 
for commissioner. 








Hall Farm Loan Supervisor 


Henry C. Hall has been appointed su- 
pervisor of farm loans by Connecticut 
Mutual Life. He takes the place of 
Charles P. Carter, who has retired. Mr, 
Hall has been in the farm loan field 
since 1919. He was with the Interna- 
tional Harvester Company and _ then 
with the Lincoln Joint Stock Land Bank. 
He also engaged in the farm mortgage 
business in South Dakota and Nebraska. 








LIFE SALES MEETINGS 





Pacific National 
Has Big Year 


SALT LAKE CITY—A 20.7 percent 
increase in new business and $5,767,- 
864 total production in 1940, was re- 
ported by President Carl R. Marcusen 
at the Pacific National Life’s annual 
convention here. Insurance in force 
now totals $19,609,934, a 15.7 percent 


increase, while assets amount to $2,- 
386,761, a 15.5 percent gain. Mr. Mar- 
cusen reported that the production 


clubs had their largest memberships in 
1940 with six in the quarter million dol- 
lar club and 13 in the $100,000 club. 
With increased payrolls and_ surplus 
dollars with which to purchase life in 
surance and a decreased return on other 
investments, Mr. Marcusen predicted 
that life insurance sales will increase. 
“Life insurance is like a’ parachute. 
You only need it once. If you haven’t it 
when you need it, you will never need 
it again,” G. J. Cannon, executive vice- 
president Beneficial Life and president 
of the Utah Life Managers Association, 
pointed out. “The man who doesn’t 
need insurance usually leaves a needy 
family.” ’ 


More Security Minded 


People are becoming more security 
minded, Dilworth Walker, University 
of Utah economics professor said. “The 
more security minded people become, 
the more emphasis will necessarily be 
placed on life insurance and retirement 
incomes.” Life agents no longer have 
to convert prospects to life insurance. 
Their main job is to fit the right type 
of insurance to the prospect’s needs. 

At a special Montana luncheon R. W. 
Evans, Butte, state manager, presided 
and Commissioner Holmes and Lieu- 
tenant Governor Adair of Montana 
spoke. At the Wyoming luncheon J. M. 


Olsen, state agent, was in charge. 
At the banquet Mr. Marcusen 
awarded leading producers. Mr. Evans 


won the President’s cup for 1940. Com- 
missioner Neslen and Governor Maw 
of Utah, Mr. Holmes, G. G. Ripley, 
San Francisco and Mrs. C. G. Baker of 
Burley, Ida., spoke. 

At the managers’ session preceding 
the regular gathering, R. H. Peterson, 
office manager, discussed “My Contract 
Obligations” and E. H. Gamette dis- 
cussed the agents’ office record system. 





Victory Life Wichita Meeting 

The Wichita agency of the Victory 
Life of Topeka held an agency meeting 
attended by E. E. Shurtleff, vice-presi- 


dent, and R. H. Blair, agency super- 
visor with W. D. Hawley, Wichita 
district manager, in charge. Vice-presi- 
dent Shurtleff reported 1941 the best 
year in the company’s history. 





President of Acacia Mutual 
Honored by Agency Force 


Dedicating December as “President's 
Month,” the agency force of Acacia Mu- 
tual Life honored William Montgomery, 
president, on his completion of 47 years 
as directing head of the company, and 
celebrated his birthday which fell on 
Dec. 26. The final figures are not yet 
available but a preliminary report shows 
that a record was made for a total of 
nearly $5,000,000. 

Before an audience of several hundred, 
S. E. Mooers, field vice-president, pre- 
sented Mr. Montgomery with a huge 
birthday anniversary cake on behalf of 
the agency organization. It contained 
over 200 candles, each representing at 
least $10,000 of paid for business and a 
personal greeting from an Acacia field 
man. All information regarding “Presi- 
dent’s Month” had been withheld from 
Mr. Montgomery so that the presenta- 
tion came as a complete surprise. 


“Information Please” Quiz 
Features Brink Agency Rally 


DETROIT—The “Information, 
Please” technique of getting data over 
to agents was adopted by the Earl B. 
Brink state agency of the Mutual Bene- 
fit Health and Accident and United Ben- 
efit Life at its annual meeting, when 
five experts answered queries fired at 
them by 140 ‘agents attending. Mr. 
Brink presided. 

H. C. Carden, Omaha, superintendent 
of agencies, outlined agency plans for 
1941; W. H. Hall, tax expert of the De- 
troit board of commerce, talked on “The 
Effect of the Defense Program on Busi- 
ness in 1941”; A. H. Creutz, past presi- 
dent of the United Club, on “The Sales 
Story of the Mutual Benefit Policy Pro- 
visions.” 

The Borden & Busse movie, “Autopsy 
on a Lost Sale,” was shown. 

F. S. Finch, assistant secretary and 
chief life underw riter, spoke on “Oppor- 
tunity with the United Benefit in 1941.’ 
J. C. Nichols, Grand Rapids, urged ‘ ‘Sell- 
ing of Package Protection.” Richard 
Rolfe, Detroit, spoke on “We’re All 
Salesmen—What About It?” and Frank 
Walton, Grand Rapids branch manager, 
on “Do You Want to—Enough?” 

The board of experts consisted of 
James Walters, Lansing manager: 
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ames Lake, Grand Rapids; Dudley 
Edelman, Detroit; F. S. Finch, from the 
home office, and J. P. Davis, Omaha, 
manager group division Mutual Benefit. 





Buford at Chattanooga Rally 


CHATTANOOGA, TENN. — The 
Shenandoah Life will write considerably 
more business in 1941 than in 1940, when 
approximately $35,000,000 in new insur- 
ance was written for the company’s best 
year, President Paul C. Buford pre- 
dicted while attending a meeting of the 
Chattanooga and Knoxville districts here 
with Vice-presidents Worley Harr and 
H. E. Thomas. 

Shenandoah is observing President’s 
Month in January and expects to write 
$5,000,000 this month, President Buford 
said. About 50 agents of the organiza- 
tion attended the two-day meeting here, 
when plans for the special campaign 
were outlined. 


Republic National Rally 

A constructive program will be pre- 
sented to the 22 general agents of Re- 
public National Life at_ their annual 
meeting at the home office in Dallas, 
Jan. 30-Feb. 1. 
” President T. P. Beasley will give an 
address of welcome and outline plans 
for making 1941 the most outstanding 
vear in the history of Republic Na- 
tional. Directing and presiding at all 
meetings will be M. Allen Anderson, 
agency director. He will present a 
new training plan for agents. Mr. An- 
derson’ will also present a sales plan 
that has proven to be most successful. 
One of the highlights of the meeting 
should be the presenting of the liberal, 
modern and greatly improved agents 
and general agents contracts. 








Gygli Agency Parley Jan. 24 

The Robert P. Gygli agency of Penn 
Mutual Life in Columbus, O., will hold 
an all-day meeting Jan. 24 followed by 
a dinner for agents and their wives. 
The agency reports 1940 as the best 
year since its installation as a gen- 
eral agency in April, 1936. In the 57 
months of its existence the agency has 
shown 43 pluses, and 1940 figures show 
an increase in paid business of 55 per- 
cent; a premium increase of 65 percent 
and a 45 percent increase in lives over 
1939. 





N. W. Mutual Has Iowa Rally 


DES MOINES—More than 120 
agents of the Northwestern Mutual Life 
attended a two-day convention of the 
Iowa Agents Association in Des 
Moines. J. J. Hughes, Des Moines gen- 
eral agent, was host. David E. Harris, 


Des Moines, president of the Iowa 
Agents Association, presided. 
Home office executives attending 


were Grant L. Hill, director of agen- 
cies; Edmund Fitzgerald, vice-president, 
and W. W. Lundgren, assistant director 
of agencies. Mr. Fitzgerald and Com- 
missioner Fischer of Iowa spoke at a 
luncheon. At a banquet prizes were 
awarded to high producing agents for 
1940. I. Chapman, Des Moines, was 
leader in volume, and Jerry E. Eller- 
boeck, Sibley, leader in lives insured. 





Aetna Life Milwaukee Rally 


MILWAUKEE — Agents of the 
Aetna Life in Wisconsin and upper 
Michigan attended a two-day confer- 
ence here arranged by A. E. Mielenz, 
general agent. Mr. Mielenz spoke opti- 
mistically on prospects for life insur- 
ance sales this year, due to increased 
income and spending power of people 
generally, but warned of the tremendous 
competition for the dollar. He urged 
the insurance business to organize itself 
to give greater service to its clientele. 

In addition to agency officials and 
production leaders in the territory, 
speakers included R. B. Coolidge, super- 
intendent of agencies; N. M. DeNezzo, 
field superintendent; I. F. Cook, assist- 
ant secretary group division, and Allin 
Kahrl, agency assistant accident and 
health department, from the home 
othce; Clark Smaha, mid-western super- 





intendent group department, and Arthur 
Higgins, accident and health superin- 
tendent, Chicago, and Wellborn Estes, 
assistant general agent at St. Louis. 





Equitable of Iowa K. C. Rally 


About 50 agents of the Equitable Life 
of Iowa attended the agency conference 
in Kansas City of the H. A. Hedges 
agency there and the Tim Hussey 
agency of Topeka, Kan. E. E. Cooper, 
assistant superintendent of agents, at- 
tended from the home office, and Hugh 
S. Bell, Seattle general agent, partici- 
pated in the program. 





State Farm Parley in Iowa 


DES MOINES—The State Farm 
Companies held their Iowa convention 
here this week with 250 agents attending. 

R. P. Mecherle, president State Farm 
Mutual; A. H. Rust, president State 
Farm Life; A. W. Tompkins, agency 
vice-president, and W. D. Stegner, state 
director of Wisconsin, spoke. A _ play- 
let, “The Trial of John Q Agent,” was 
a popular feature. At the banquet pro- 
duction prizes were awarded. 





Kansas Agency Celebrates Gain 


A 7 percent increase in paid business 
was celebrated at the annual meeting 
of the Kansas Agency of the Penn Mu- 
tual in Wichita in charge of William 
Nicholls, Jr., general agent. 


AGENCY NEWS 


Oregon Mutual Honors 
H. C. and H. M. Schuppel 


BOISE, IDA.—Forty-two friends and 
business associates were guests at a din- 
ner tendered by Oregon Mutual Life to 

















H. M. ‘Sch uppel 





: a 
Cc. Schuppel 





H. 


H. C. Schuppel, upon his retirement as 
general agent here. His son, H. M. 
Schuppel, was also extended congratula- 


tions upon his promotion as general 
agent to succeed his father, 

George Schoeffel, manager of the 
home office agency, was toastmaster and 
the address of congratulations was given 
by Executive Vice-president W. C. 
Schuppel, H. C. Schuppel’s brother. He 
presented to H. C. Schuppel on behalf 
of the company management a silver set. 
_ Many telegrams and messages, includ- 
ing one from C. F. Adams, president of 
the company, in behalf of the officers 
and board of directors and the general 
agents, were read. Among others pres- 
ent from the home office were J. J. 


Caplice, agency secretary. 

Speakers at the dinner included Gov- 
ernor C. A. Bottolfsen of Idaho, Mayor 
J. L. Straight of Boise, T. M. Walrath, 
director of insurance of Idaho; Dr. W. 
A. Koelsch, the company’s chief exam- 
iner at Boise; C. L. White, president 
of the Idaho Life Underwriters Associa- 
tion, and Max Sarvis, president of the 
Boise Life Underwriters Association. 





Quinby Agency Is Leader 
For the second successive year the 
Boston agency headed by Generai 





producing. 


Blvd., Chicago, Ill. 





DISTRICT MANAGER FOR TEXAS 


FOR A FINANCIALLY SOUND COMPANY 
WITH AMPLE SURPLUS TO BUILD. OFFICERS 
WHO ARE EXPERIENCED WITH THE PROBLEMS 
OF THE FIELD AND CAN OFFER YOU: 


1. Liberal policy contract. 
2. A sound financing plan for agents. 


3. A desirable agency contract including both 
salary and commissions on personal business 
and overriding commissions for your agents. 


4. An established office with a few sub-agents 


This Agency to be located in Dallas, Texas, and it 
will be necessary for you to be familiar with that 
country. You must give your qualifications, expe- 
rience, amount of business written, whether or not 
you are a family man and if so, the size of the fam- 
ily, and all additional information which you desire 
to place before this Company in your first letter. 
None except good men need apply. 
M-62, The National Underwriter, 175 W. Jackson 
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Agent Thayer Quinby led all other Boston, and Arnold Harmelin agency, 
agencies of the Columbian National New York City. 


Life in production of paid life insur- 
ance. Established in 1934, Mr. Quinby’s 
organization was out in front both in 
1939 and 1940. Leading personal pro- 
ducer of the organization for the year 
was Mark Burston. 


This honor is another in a long 
series for the Quinby agency. It has 
several times won the President’s 


Month trophy and last year it gained 
permanent possession of the Victory 
Trophy, offered to the agency which 
produces the largest volume of paid 
business over a given period. 

Close behind the Quinby agency in 
1940 production ‘were: W. S. Vogel 
agency, Newark; Midcity Agency, New 
York City; Howard A. Shearer agency, 





Widing Heads Paret Association 


At the annual meeting of the Louis 
F. Paret Agency Association in Cam- 
den, N. J., these officers were elected: 
President, Theodore Widing;  vice- 
president, M. Brooks; secretary, 
Alice E. Roche; treasurer, E. O. Wol- 
cott. It was announced that Mr. Wid- 
ing for the third consecutive year was 
the leading agent of the Provident Mu- 
tual Life, which the agency represents 
in paid for business in 1940. 


Claud Warley, Akron, O., general 
agent American United Life, was host 
to 22 representatives to celebrate the 
record set by the company in Novem- 
ber and December. 








AS SEEN FROM CHICAGO 





EDWARDS AGENCY SALES RALLY 


President M. B. Brainard, Dr. D. B. 
Cragin, medical director; W. H. Dallas, 
vice-president in charge of underwrit- 
ing of Aetna Life, and several other 
home office officials attended the an- 
nual sales congress and dinner Thurs- 
day of the S. Edwards general 
agency in Chicago, and were on the 
program. A. H. Hiatt, superintendent 
of agencies, and Allin Kahrl, fieldman of 
the accident department, also took part. 
Two general agents spoke, L. O. Schri- 
ver, Peoria, Ill., and H. W. Schoch, De- 
troit. The morning program included 
these talks: V. J. Barnett, group man- 
ager, Chicago. “Group Coverage in 
1941;” Mr. Kahrl, “Protection Applied,” 
relating to accident insurance; Mr. 
Hiatt, “Insurance in Action;” Mr. 
Schoch, “Pension Trusts;” Mr. Schri- 
ver, “Dedication.” Paul M. Williams, 
assistant general agent, Chicago, con- 
ducted a question and answer session 
entitled, “It Pays to Know the Answers.” 
In the afternoon there were one-hour 
individual sessions on life, accident and 
group, with round table discussions. 
The agency has been conducting a cam- 
paign honoring Dr. Cragin, and at the 
dinner he was presented a plaque bear- 
ing his photograph which had been 
autographed by all agents participating. 
The banquet was sponsored by the Ed- 
wards agency “Big Ten” of leading 
producers. President Brainard spoke 
at this function, telling of the com- 
pany’s record in 1940. 





HOBART & OATES ANNUAL DINNER 


Edmund _ Fitzgerald, vice-president 
Northwestern Mutual Life, addressed 
the annual dinner in Chicago this week 
of the Hobart & Oates general agency 
there. General Agents Ralph H. Ho- 
bart and J. F. Oates were the hosts and 
co-chairmen. Prizes were awarded 
leader in the agency and those with 
the best records in an efficiency con- 
test that has been conducted for three 
months. Henry W. Shedd won first 
for volume, and also led in number of 
lives, but the latter award went to 
Henry L. Maltenfort, second lives 
leader. John A. Bellows, Jr., was sec- 
ond in volume. 





SAMUEL HERTZ IS FETED 


Samuel F. Hertz was under the spot- 
light in the Bruce Parsons agency of 
Mutual Benefit Life in Chicago Wednes- 
day of this week. On that day he was 
tendered a surprise luncheon in the office 
and was presented with a Mutual Bene- 
fit veteran’s pin by Mr. Parsons, since 
that marked his 20th anniversary with 
Mutual Benefit. He was also presented 
with a gift and the agents devoted their 
production that day in Mr. Hertz’s 
honor, it being known as Samuel Hertz 
day. 





DR. DINGMAN ADDRESSES CLAIM MEN 


Dr. Harry W. Dingman, vice-president 
and medical director of Continental 
Assurance, Chicago, was the speaker at 


the January dinner meeting of the Chi- 
cago Claim Association. T. J. O’Neil, 
superintendent of the claim department 
of Pacific Mutual Life, Chicago, presi- 
dent, presided. 





George L. Grimm, Northwestern Mu- 
tual Life, Chicago, has been named treas- 
urer of the Wailing Wall Group which 
holds monthly meetings during the foot- 
ball season in Chicago, to discuss Big 
Ten football games. Mr. Grimm is an 
Iowa graduate. 

C. C. Whitehill, who headed a Minne- 
sota Mutual general agency in the First 
National Bank building, Chicago, is 
now located at 222 West Adams street. 











NEW YORK 


CAMPS AGENCY SHOWS INCREASE 


The Manuel Camps, Jr., agency of 
John Hancock Mutual in New York, 
which has completed 2% years with the 
company, ranked 10th in the company in 
life insurance volume, including group 
and annuities showing an increase of 42 
percent over 1939 and 67 percent over 
1939 in total volume. The agency now 
has 14 full-time agents, none of whom 
had experience in insurance before going 
with the Camps agency. 





WOFFORD FETES WEPPLER 


H. L. Wofford, manager of the Man- 
hattan ordinary agency of Prudential, is 
holding open house Friday of this week 
in honor of C. J. Weppler, who has be- 
come assistant manager. Mr. Weppler 
has been assistant manager of the Pru- 
dential ordinary agency at 217 Broadway 
which has now been dissolved. He has 
been in the business 30 years. 


C.L.U. 


Peoria Starts Classes 


The Peoria C.L.U. chapter has 
started its 1941 study classes with 16 
men enrolled. Dean Tillotson, Bradley 
College, and William Parker, Aetna 
Life, will be instructors and Peoria 
C.L.U. men will assist as tutors. C. T. 
Wardwell, general agent Connecticut 
Mutual Life is C.L.U. president. 


Discusses Buffalo Regional Rally 


The Buffalo C.L.U. chapter held a 
luncheon meeting Jan. 15. Maurice S. 
Tabor outlined plans for a_ regional 
meeting of C.L.U. chapters to be held 
in Buffalo. 

















Morrison on Compensation Plan 


L. S. Morrison, director of research, 
Sales Research Bureau will address 
the New York City C. L. U. chapter 
luncheon Jan. 21 at the Hotel Martin- 
ique on “The New Compensation Plan 
for Agents.” 
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AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 
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Philadelphia Life Insurance Company 
Philadelphia, Pennsylvania 











PROGRESS WITH A PROGRESSIVE COMPANY 


Retirement Plan for Agents 
Liberal Contract 

Bonus Point System 
Complete Modern Sales Aids 


Address Inquiries to: 
M. ALLEN ANDERSON, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY + PRESIDENT 
HOME OFFICE 


LUTHERAN MUTUAL 
Lite 


Insurance Company 
WAVERLY, IOWA 








Liberal Dividends 
Low Net Cost 


Popular Policy Forms 
Reasonable Rates 


Licensed in Twenty-one States Including New York 




















The Colonial 


Life Insurance Company of America 
Incorporated 1897 


Forty-two Years of Satisfactory Service in Protecting 
the Family. 


‘Because there is a tomorrow, we serve today.” 





HOME OFFICE—JERSEY CITY, N. J. 
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LIFE AGENCY CHANGES 





Mutual Benefit 
Appoints Foreman 


Robert L. Foreman, Jr., has been 
named general agent at Atlanta for Mu- 
tual Benefit Life succeeding the firm of 
R. L. Foreman and Son which termi- 
nated upon the death of his father, the 





R. L. FOREMAN, JR. 


late R. L. Foreman. The agency serves 
the state of Georgia. 

Mr. Foreman has spent his entire busi- 
ness life with Mutual Benefit beginning 
in 1920 as a member of the office staff of 
the Atlanta agency. He has had sales 
training and has done agency supervi- 
sion. He was appointed sales manager 
in 1938 and in 1939 joined his father in 
the firm. 

He is a native of Atlanta, received his 
A. B. degree from the University of 
Georgia and his M. A. from Harvard. 
Later he attended the Carnegie Institute 
of Technology’s School of Life Insur- 
ance and the Life Insurance Sales Re- 
search Bureau’s school at Birmingham. 
He has been active in the Atlanta Asso- 
ciation of Life Underwriters and is a 
member of the Atlanta Life Insurance 
Trust Council. 





Marr Gets Lincoln National 
for Northern California 


J. S. Marr, who resigned as general 
agent of Reliance Life in Los Angeles 
early in December, has been appointed 
general agent of Lincoln National Life 
for 22 counties in northern California 
with offices at 417 Capital National 
Bank building, Sacramento. His terri- 
tory comprises practically all the north- 
ern end of the state except the counties 
bordering the Pacific. 

He entered life insurance in 1915 as 
a personal producer in the agency of the 
late W. L. Hathaway in San Francisco 
for the Mutual Life of New York. In 
1921 he went to St. Louis for the Mu- 
tual Life, in the agency of the late Frank 
Hathaway. During his stay in St. 
Louis he was right hand man to Mr. 
Hathaway. He went to Los Angeles in 
1936 as general agent of the Reliance. 





McAuley Succeeds Whisler 
as Chicago General Agent 


Robert F. McAuley has been ap- 
pointed general agent in Chicago by 
Wisconsin National Life, taking charge 
of the agency which has been main- 
tained for some time at 2400 West 


Madison street. 

Mr. McAuley has been in life insur- 
ance 
with 


starting 
Chicago, 


for 10 years, 
Life in 


work 
Metropolitan 





then in 1931 going with: the Trav- 
elers there as an _ agent. After 
eight years he became connected for a 
year with the Meyer agency of New 
England Mutual, and for the last year 
has been with Youngberg Carlson Com- 
pany, as a general insurance broker. 
Previous to entering life insurance he 
was connected with the Graham King 
Construction Company, Galesburg, IIL, 
his home town, and later traveled IIli- 
nois territory for the Atlas Portland 
Cement Company. 

Mr. McAuley succeeds Edward N. 
Whisler, who opened the office 25 years 
ago and is retiring at the age of 67 to 
live in Savanna, IIl., his home town. 
G. A. L’Estrange, manager Wisconsin 
National’s accident and health depart- 
ment, was in Chicago making the ar- 
rangements and installing Mr. Mc- 
Auley. 





Andrews Resigns in Denver 


J. O. Andrews, manager of the Den- 
ver agency of Union Central, has re- 
signed because of ill health after 27 
years’ service starting at Greeley, Col. 
In 1916 he was appointed assistant man- 
ager of the Denver agency, serving in 
that position until 1932, when he suc- 
ceeded the late M. G. Hodnette as man- 
ager. Mr. Andrews will continue as a 
personal producer if his health permits. 


L. J. Sharp Acacia Tulsa Head 


Lester J. Sharp, who for 18 years 
has been special agent for Massachu- 
setts Mutual Life in Oklahoma City and 
Tulsa, has resigned to become man- 
ager in Tulsa for Acacia Mutual Life. 
He is a graduate of the University of 
Oklahoma and is a C.L.U. 


Koehn Promoted by New York Life 


R. P. Koehn has been named agency 
director of the New York Life for South 
Dakota with headquarters at Sioux Falls. 
Mr. Koehn siarted as a personal pro- 
ducer with the New York at Fort 
Dodge, Ia., and served in Des Moines 
and Chicago and then at Rockford, IIl., 
where he was agency organizer. In 











Goes to St. Louis as 
Superintendent of Agencies 








0. R. CARTER 


With the transfer of Paul C. French 
from St. Louis to Kansas City as man- 
ager for the New York Life, O. R. Car- 
ter, inspector of agencies for the mid- 
west department, Chicago, goes to St. 
Louis as superintendent of agencies for 
mid-west, southwest and Gulf depart- 
ments. Harold Schenke, Peoria agency 
director, goes to St. Louis as agency 
director. 
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Old 1940 was a good year for Reliance Life producers and 
1941 promises to give even greater opportunity to these alert 
salesmen. 


~~ FLASH 


An increase of three per cent over 1939 is shown in the 
$55,345,836 of new life insurance which Reliance Represen- 
tatives paid for last year. 


FLASH 


Life insurance in force with Reliance last year gained 
$19,789,147, or 23.6 per cent better than the increase of 1939. 


FLASH 


After the attainment of $500,000,000 life insurance in force 
during the first 37 years of the Company, announced in 
November, this figure continued to increase and at the close 
of 1940 Reliance Life had $504,774,839 of life insurance in 
force. 


FLASH 


Reliance Representatives added to their life insurance 
commissions last year through the sale of $73,078.32 of new 
accident insurance premiums and $60,462.66 of new health 
insurance premiums. 
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GENERAL AGENCY 
CALIBER 





We have territory open in Vermont, 
southern New Jersey, and Delaware. 


Our combined Life and Non-Can- 
cellable Accident contracts are valu- 
able sales aids. 


Write 


WILLIAM D. HALLER 
Vice-President and Agency Manager 





UNITED LIFE 
AND ACCIDENT 


Insurance Company 
CONCORD, NEW HAMPSHIRE 
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1937, he was transferred to Sioux Falls. 
He succeeds K. L. Price. 





Metropolitan Transfers Allison 


H. W. Allison, Akron, O., manager 
Metropolitan Life, has been assigned to 
Huntington, W. Va., succeeding W. G. 
Seymour, who has been transferred to 
Clarksburg, W. Va. 

Mr. Allison joined the Metropolitan 
in 1923 as an agent in Zanesville. He 
was promoted to assistant manager in 
1926 at Columbus, O. He also served 
as an assistant manager in Cleveland. 
In 1929, he was made a general assist- 
ant manager and‘shortly afterward was 
appointed a manager at East Liverpool, 
O. In 1981 he ,was trand@ferred to 
Akron, O. His new headquarters will 
be at 949 Fourth avenue, Huntington. 





Nelson Advanced in Hollywood 


O. W. Nelson, assistant manager of 
the Travelers, Hollywood, Cal., has 
been promoted to manager. 





W. B. Mason, for more than 15 years 
an agent of Equitable Society, has been 
appointed district manager of Penn Mu- 
tual Life in Aberdeen, S. D 





Mutual Benefit Names 
Albany General Agent 





E. D. Carlough, Jr., for the past 2% 
years production manager of Mutual 
Benefit Life’s Newark agency, has been 
appointed general agent at Albany, 
N. Y., succeeding J. B. Thompson, who 





E. D. CARLOUGH, JR. 


has represented the company for more 
than 30 years, the past 14 as general 
agent. 

Mr. Carlough started in life insur- 
ance work in 1923 with Mutual Benefit’s 
Newark agency. Two years later he 
began full-time sales work, in which he 
ranked consistently among the com- 
pany’s leaders. Since 1938, when he was 
appointed production manager, he has 
been responsible for much of the 
agency’s training and supervision. 


Active in Association Work 


He has been active in both the Life 
Underwriters Association of Northern 
New Jersey and the Life Supervisors As- 
sociation. He is a member of the for- 
mer’s executive and program commit- 
tees and chairman of its educational 
committee. He is treasurer of the su- 
pervisors association. 

Mr. Thompson will continue to be 
associated with Mutual Benefit in another 
agency. He entered life insurance with 
Mutual Benefit at..Lebanon, .Ky., and 
gained sales and management experience 
in Omaha, Baltimore and Wilmington. 
In addition to his field and agency man- 
agement work, he has had a wide ex- 
perience teaching various phases of life 
insurance. 


Lynn & Scott Form Kansas City Team 








CHARLES L. SCOTT 


Charles L. Scott, Massachusetts Mu- 
tual general agent at Kansas City, and 
Arthur D. Lynn, assistant director of 
agencies, have formed a partnership to 
be known as Scott & Lynn, general 
agents. Mr. Lynn will join Mr. Scott 
March 1. 

Mr. Scott entered the Massachusetts 
Mutual service in 1903, and for 35 years 
has been general agent at Kansas City. 
While president of Massachusetts Mu- 
tual agents association in 1924, he or- 
ganized the general agents association 
of the company. He has many times 
served as a member of its executive 
committee. 


Trustee of American College 


A charter contributor to the Edward 
A. Woods Foundation, Mr. Scott has 
been a trustee of the Americar College 
since its organization in 1927, and last 
year was re-elected for a_ three-year 
term. 

Mr. Scott has served several terms as 
national committeeman. He was 1926 
vice-president of the National Associa- 
tion of Life Underwriters. He turned 
down the presidency because of the con- 
dition of his health at the time. 


ARTHUR D. LYNN 


His son, C. William Scott, a graduate 
of the Wharton School, has been asso- 
ciate general agent in Kansas City dur- 
ing the past year, and will continue in 
this capacity. 

Mr. Lynn entered the business in 
1919 in the Stratford L. Morton agency 
of Connecticut Mutual at St. Louis. 
Three years later, he was appointed as 
the first supervisor in the agency. Con- 
cluding seven years service with the 
Morton organization, Mr. Lynn was ap- 
pointed general agent of Massachusetts 
Mutual at Wichita. Among the men 
whom Mr. Lynn brought into the busi- 
ness, one later became the agency vice- 
president of a life company, one is a 
Massachusetts Mutual general agent, 
and one is general agent for another 
company. 

Mr. Lynn is a C. L. U. and was one 
of the first three Kansans to receive the 
designation, which was awarded to him 
in 1932. 

In 1937, he was appointed assistant di- 
rector of agencies of Massachusetts Mu- 
tual. He has been in direct supervision 
of agencies in Ohio, Indiana, Michigan, 
Illinois, and west of the Mississippi 
river. 








Wertz Named at Detroit, 
Texas Agencies Combined 


Raymond H. Wertz has been ap- 
pointed manager of the Michigan de- 
partment of Reliance Life at Detroit 
succeeding John Bullard, who has re- 
tired. Mr. Wertz went with Reliance 
Life in Omaha in 1931, later became 
district agent in Sioux City, Ia., and 
then manager of the Iowa-Nebraska de- 
partment in 1935. He was transferred 
to Detroit in 1938 as associate manager. 


Bullard Manager for 30 Years 


Mr. Bullard, who is retiring, is 71 
years of age. He had been manager of 
the Michigan department 30 years. Mr. 
Bullard was born at Murfreesboro, Tenn., 
and went with Reliance as a supervisor 
in Kansas City in 1909. He became 
manager at Detroit in 1911. In 1939, 
his 30th anniversary with Reliance Life 
was celebrated with a banquet. 

Reliance Life has combined its San 
Antonio department and the Rose 
agency at Houston into one unit now 
known as the South Texas department. 
Bert A. Perry, formerly manager at San 
Antonio, becomes manager of the en- 
larged department with Houston head- 
quarters. He has been in life in- 
surance since 1926 and has been with 
Reliance Life since 1932 and manager 
at San Antonio since 1938. 

John H. Rose, who was manager at 
Houston, died several weeks ago. 

J. C. Pennington, a leading producer 


of the Kansas City Life, has been ap- 
pointed district manager in San Antonio 
by Mr. Perry. 





Bevan Joins National. Vt. 


R. C. Bevan has been named Provi- 
dence, R. I. general agent by the Na- 
tional Life of Vermont, which has been 
doing business in Rhode Island since 
1861. 

Mr. Bevan succeeds N. W. Hayward, 
who will be a personal producer. 

Mr. Bevan, who has been a leading 
producer at Worcester, Mass., was for- 
merly located at Providence from 1932 
to 1939. He was on the honor roll and 
. — of his company’s president’s 
club. 

For a number of years Mr. Bevan 
and his first wife were on the stage. 





Dawson to Speak in Boston 


At the Boston Supervisors Club’s 
meeting Jan. 20, C. P. Dawson, gen- 
eral agent New England Mutual Life, 
New York City, will speak. 


L. T. Stillson Succeeds Father 


Midland Mutual Life has appointed 
Lloyd T. Stillson general agent in 
Youngstown, succeeding his father, the 
late C. W. Stillson, who died Dec. 21. 
The agency is over 25 years old, with 
business in force approximately $8,000,- 
000. 

Lloyd T. Stillson started in life in- 
surance over 10 years ago. He has 
been an outstanding and_ consistent 





producer. He holds membership in 
the company’s President’s Club. He has 
been agency supervisor for five years, 





Ragon to Los Angeles 


. W.  Ragon, branch secretary 
Manufacturers Life, Detroit, has been 
promoted to agency assistant in Los An- 
geles. He is succeeded in Detroit by R. 
M. Lavell, who has been branch secre- 
tary in Cleveland. 

Mr. Ragon entered the business in 
1932 as secretary to D. T. McKinnon, 
“millionaire” producer of the Provident 
Mutual in Detroit. In 1934 he joined the 
Manufacturers, handling brokerage busi- 
ness, later became office assistant and 
two years ago became branch secretary 
under Manager Donald Machum. He is 
a director of Qualified Life Underwrit- 
ers of Detroit, which gave him a fare. 
well dinner Monday. 





Mutual Trust Appoints Two 


Mutual Trust Life of Chicago an- 
nounces the appointment of A. H Knut- 
son as general agent at Bemidji, Minn., 
in charge of 12 counties. He formerly 
represented New York Life in Minne- 
sota and is a former mayor of Bemidji. 

E. Lane Jessop has been appointed 
district agent at Lansing, Mich. A grad- 
uate of Michigan State College, he has 
spent four years in life insurance selling, 
formerly representing Ohio National in 
Lansing. 


NEWS BRIEFS 


C. W. Andrews of Lancaster, O., has 
been appointed general agent of the 
Midland Mutual Life in that city. 

After serving one year as_ general 
agent of Minnesota Mutual Life in 
Oklahoma, Charles Hoeffle of Okla- 
homa City has returned to the Aetna 
Life as a personal producer. 

Claude V. Cochran, Kansas City, 
manager General American Life, has 
placed Harry Ireland, with the com- 
pany five years at Ottawa and then at 
Parsons, Kan., in charge of the 
agency’s salary savings department. 

A. C. Hale and J. W. Ray have dis- 
solved the Hale & Ray agency, Colum- 
bus, O. Both have been with the Trav- 
elers many years, Mr. Ray formerly 
having been Columbus manager. They 
will continue to write for the Travelers 
as individuals. 

Herbert Nelson has become assistant 
district manager of the life department 
of the Travelers in Minneapolis. He 
will leave for Hartford soon for con- 
ferences at the home office. 

R. E. Earl and Kelsey Slocum, 
former manager and assistant manager 
of the Reliance Life, which withdrew 
from Oregon Jan. 1, have joined the 
Portland agency of the Penn Mutual. 
Mr. Earl becomes city supervisor. 

E. G. MacDonald, unit manager of 
the Equitable Society in eastern Wis- 
consin with headquarters in ‘Sheboygan, 
has added a number of counties in the 
Fox River valley to his territory. 











New Hospital Expense Policy 


A new hospital expense policy, provid- 
ing 30 days’ coverage at full rate plus 
90 days’ additional at half rate for each 
claim, is released by the accident de- 
partment of Security Mutual Life of 
Binghamton. 

Developed by Edward A. Hauschild, 
head of the accident department, the 
new policy is released on the first an- 
niversary of the company’s entrance in 
to the accident and health field. 

Available individually to men and 
women, and to children if the provider 
is covered, the policy offers indemnities 
covering operating room, x-ray, hosp! 
tal room and board, and identification. 

Maternity benefits are included after 
a 10-months’ period if both husband and 
wife own policies. : 

Benefits are paid direct to the policy- 
holder, allowing complete freedom of 
choice among hospitals in United States 
or Canada. 
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N. Y. Managers’ Conference 
Devoted to Recruiting 


NEW YORK—The New York State 
Life Underwriters Association will con- 
duct a conference for managers and 
general agents Feb. 21-22 at the Gideon 
Putnam Hotel, Saratoga Springs, N. Y. 
The meeting will be unique in that it 
will be devoted solely to current re- 
cruiting problems. 

R. G. Engelsman, general agent 
Penn Mutual and state association 
president has planned a program with 
five speakers: Superintendent Pink of 
the New York department, who will 
speak on state licensing and examina- 
tion of agents and the type of man de- 
sirable in the insurance business; M. M. 
Boring, director of personnel, General 
Electric, who will describe that corpo- 
ration’s experience in inducting new 
men; J. M. Holcombe, Jr., manager 
Life Insurance Sales Research Bureau, 
who will speak on selection and financ- 
ing; George Crongeyer, division super- 
viser, New York metropolitan territory, 
Metropolitan Life, and Grant L. Hill, 
director of agencies, Northwestern Mu- 
tual Life, who will tell of the results 
of a survey of colleges made to find out 
the attitude of these institutions toward 
the life insurance business as a career 
for graduates. There will be a discus- 
sion after each speaker’s talk. 

Mr. Engelsman is chairman of the 
committee in charge. Other general 
agents on the committee are Edward 
Gettings, Northwestern Mutual, Al- 
bany; Osborne Bethea, Penn Mutual 
Life, New York City; F. S. Goldstandt, 
Equitable Society, New York City and 
C. D. Connell, New York City, Provi- 
dent Mutual and former president New 
York State Life Underwriters Associa- 
tion. 





Topeka—The first Million Dollar Round 
Table meeting on Dec. 28 was so suc- 
cessful that it was continued at a ses- 
sion Saturday. The big producers who 
were on hand to answer questions in- 
cluded Louis Smith, John McClung, Herb 
Langsdorf, Lawrence Renyer, Arch Hor- 
ton, Charles Barnes, E. D. Clithero, Dale 


Carmean, Hugo Matoush, Don Denton, 
W. R. Matney, Lyle Cutler. 
Eau Claire, Wis.— Reuben Lackey, 


agency supervisor Mutual Life of New 
York, addressed the January luncheon 
meeting of the Chippewa Valley Life 
association here. President Leo Duax, 
Equitable Society, led a discussion of 
plans for the annual convention and 
sales congress of the Wisconsin associa- 
tion here next June 5-6. 


Fischer Sounds Cheerful 
Note at Miami Rally 


MIAMI— Life insurance salesmen 
must be optimistic, and there is cause 
for optimism. Despite domestic and 
world wide upheaval, great days are 
ahead. This cheerful note was sounded 
by Chester O. Fischer, vice-president of 
Massachusetts Mutual Life at the lunch- 
eon meeting of the Miami Life Under- 
writers Association. 

“A good square look at the American 
market will recharge the optimism of 
— and distributing agencies,” he 
said. 

“Billions of dollars are being poured 
into our national defense. They will find 
their way into payrolls and profits. Fat- 
tened pay envelopes will play sweet mu- 
sic on cash registers throughout the 
land. The rising national income should 
not be overlooked as largely offsetting 
heavy government borrowing and higher 
taxes. 

“T see no reason why sound, long- 
range business judgment cannot prevent 
inflation and find ways to take up the 
slack when the war ends. Another fac- 
tor, it seems to me would be the United 
States’ leading role in rebuilding a war- 
scarred world. 

“For the days just ahead, I can believe 
that the rising national income will serve 
as an enlarged base for taxation to 
whittle federal debt. 

“The real estate outlook appears 
brighter. Rents in 1940 were above those 
of 1939. Property is easier to sell. When 
insurance companies lend on real estate, 
they do so only up to 60 percent of an 
independent appraisal of value. This al- 
lows for a substantial margin of depre- 
ciation. Older parcels of real estate are 
moving faster, and of course moderniz- 
ing is helping to sell them. If lower se- 
curity interest rates prevail, policyhold- 
ers will necessarily receive lower divi- 
dends. On the other hand, they can 
borrow at lower rates. 


Springfield, Mo.—Several amendments 
to the by-laws were adopted. The of- 
fice of second vice-president was cre- 
ated. Dues for general agents and 
managers were increased from $11 to 
$12 a year and for non-resident agents 
from $3.50 to $4.00. 

Los Angeles—C. C. Day, Oklahoma City 
general agent the Pacific Mutual Life, 
who had been attending a meeting of 
directors of the Pacific Mutual General 
Agents Association, spoke before the 
forum on “What’s Ahead in ’41.?” 

He pointed to the new opportunities 
for the life underwriter and said that 
what the life insurance man thinks is 


more important than what the prospec- 
tive purchaser thinks. “We know that 
we must qualify our prospect if we are 
to be successful but we also must qual- 
ify ourselves for the right to talk,” Mr. 
Day said. 

Tulsa, Okla.—At a luncheon meeting 
Jan. 10, the Oklahoma City association 
furnished the program. Speakers in- 
cluded J. T. Owens, Mutual Life of New 


York, president Oklahoma association, 
who discussed inflation; T. M. Green, 
Massachusetts Mutual, who presented 


methods of creating human interest for 
closing, and Kenneth Aldrich, Guardian 
Life, on programming. Harvey Kemp, 
Mutual Benefit Life, invited the group 
to attend the sales congress in Okla- 
homa City, Jan. 31. The Tulsa associa- 
tion furnished the program for the 
Oklahoma City group Jan. 14. 

Columbus, 0.—W. T. Earls, Cincinnati 
general agent of the Connecticut Mu- 
tual Life, spoke Monday on “Selling 
Life Insurance with Human _ Interest 
Stories.” 

Peoria, I1l.—T. E. Cherry, Jr., Chicago, 
Metropolitan Life supervisor of train- 
ing courses, will speak Jan. 23, on social 
security and how it fits into the picture 
for the average man. 


Joliet, I—F. J. Budinger, Chicago 
general agent Franklin Life, spoke. 
President R. P. Dwyer presided. 

Portland, Ore.—W. J. Collins of the 


Investment Bankers Association showed 
motion pictures designed to acquaint 
the public with the work of his associa- 
tion. 

An ovation was given the members of 
the Prudential industrial office No. 2, 
Russell Harrison, superintendent, 
it was announced that all agents in the 
office, more than 30 in all, are paid 
members of the association. 


Kansas City—Leon Gilbert Simon, 
Equitable Society, New York City, will 
talk Feb. 11 on business insurance to 
members of the local association and 
trust officers of local banks. 

Mankato, Minn.—The need of strong 
local associations to make effective the 
work of the National association was 
stressed by P. J. Sletterdahl, editor of 
“Northwest Insurance.” He lauded the 


work of Harry T. Wright, national 
president. 
Lansing, Mich.—T. J. Bailey, lawyer 


and public accountant, advocated “at 
least $40,000 of life insurance payable to 
a named beneficiary” for “every man of 
substantial means.” He pointed out 
that this amount is exempt from death 
benefit taxes. 

Speaking on “Cooperation between 
Accountants, Attorneys and Life Under- 
writers,” Mr. Bailey advised that policy- 
holders carrying in excess of $40,000 
consider advisability of assigning own- 
ership of the excess amount, but only 
after consultation with competent life 
underwriters, attorneys or tax experts. 
He said great care should be taken in 
properly arranging a life insurance es- 
tate. 

Akron, 0.—H. J. Shaffer, assistant 
superintendent of agencies Union Cen- 
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tral Life, spoke on “Are We Organized 
for 1941?” Two motion pictures were 
shown. R. E. Kennedy, manager Metro- 


politan Life, was honored. 

Cleveland—A Borden & Busse talking 
picture will be shown Jan. 17, followed 
by another film featuring Elmer Wheeler, 
exponent of words and sentences that 
sell. 

Port Arthur, Tex.—O. D. Douglas, San 
Antonio, trustee of the National asso- 
ciation and Texas general agent Lin- 
coln National Life, spoke to a joint meet- 
ing of the Beaumont and Port Arthur 
associations on “Essentials for Success 
in Life Underwriting. He stressed the 
importance of helping the prospect to 
buy life insurance to accomplish the 
objectives he has in mind, illustrating 
with personal experiences. 

San Angelo, Tex.—H. B. Wernette, 
Corpus Christi manager National Life & 
Accident and vice-president of the Texas 
association, praised the local association 
for its training school and stressed the 
importance of educational work on the 
part of the association in maintaining 
proper standards for service and pro- 
tection both for the buyers and the 
legitimate life underwriters. 








New York Life Is Holding 
Conference in St. Petersburg 


ST. PETERSBURG, FLA. — The 
annual conference of the New York 
Life is being held here this week with 
an estimated attendance of 225 officials 
and southern agency heads. 

Among those attending were George 
L. Harrison, president; A. L. Aiken, 
chairman of the board; T. A. Buckner, 
former president and ‘chairman of the 
board, and now chairman of the finance 
committee; Maj. S. Lindsey, C. H. 
Langmuir, EF. A; Wickett, and G. M. 
Lovelace, vice-presidents, and Dr hea: 
Fraser, medical director. 

Mr. Lindsey, who presided at the 
opening session, said the company had 
a satisfactory year in 1940, with vol- 
ume on a par with that of 1939, but 
that the business written was “of better 
quality.” He said the war has not had 
any noticeable effect on its business, 
except as it has necessitated the ab- 
sence of employes for a year of mili- 
tary training. 

“We have had many young men 
called into the service,” he added, “but 
are simply giving them a year’s leave 
of absence and will reinstate them with- 
out loss of seniority when they return.” 

Business meetings were scheduled 
each morning through Friday, with 
afternoon and evening sessions Tues- 
day. A_ golf tournament was held 
Wednesday and Thursday afternoons 
and a banquet Thursday evening. 
President Harrison will speak Friday. 


Receivership Is Asked for 
Agricultural of Detroit 


LANSING, MICH.—As one of his 
last official acts, Commissioner Emery 
of Michigan requested the new attorney- 
general, H. J. Rushton to petition for a 
receivership for the Agricultural Life of 
Detroit, which has been in conservator- 
ship since May, 1938. 

Mr. Emery reported that he had made 
a similar request to Mr. Rushton’s pred- 
ecessor, Thomas Read, in December, but 
that no action was taken. The Agri- 
cultural Life’s liabilities, including $250,- 
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000 capital stock, total $3,139,056 while 
assets amount to $2,576,228, an impair- 
ment of $562,828, Mr. Emery said. 

The book valuation of real estate was 
written down after a careful appraisal 
by G. W. Drennan, Detroit expert. For 
example, the home office property on 
East Jefferson avenue, Detroit, was ap- 
praised at $12,500 whereas it had been 
carried on the books at $114,000. 

In the insurance department’s state- 
ment of assets, with inadmissible items 
deducted, real estate is valued as of 
Sept. 30, 1940, at $1,138,825 and land 
contracts at $349,406, a total of $1,488,231 
of the total assets of $2,576,228. In 
addition mortgage loans amount to 
$315,988 and FHA mortgages to $63,717. 
Policy loans aggregate $377,384. Bonds, 
carried on the books at $210,965, are 
valued, on a market basis, at $200,543. 
Cash on hand totals $1,384. Total ac- 
counts in banks amount to $64,506. 

Reserves on policies total $2,705,634 
with $28,749 deducted for risks rein- 
sured, 





Title Insurance 
Companies 


@ The title insurance firms whose 
cards are shown on this page have 
been a after careful investiga- 
tion. They have the recommendation 
and endorsement of The National 
Underwriter. 





























COLORADO 
THE TITLE GUARANTY 
COMPANY 


4. Elliott Houston, Pres. Aksel Nielsen, Exee. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 














MISSOURI 





Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 

McCune Gill, Vice President 
Qualified with Insurance Departments 

of Missouri and Eastern States 
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Disburses construction funds and in- 

sures against Mechanic Liens 
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PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 











KANSAS 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES «¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 











ARKANSAS 


MICHIGAN 





READ -STEVENSON & DICK 


INC. 
Property Management 
Sales—Leasing 
Mortgage Loans 
A. C, Read II R. Redding Stevenson 
Charles E. Dick 
109 South Main Street 
LITTLE ROCK, ARKANSAS 





FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


«. HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Florida 











ILLINOIS 





Ralph W. Applegate and Co. 


alone AND ell 


ROPERTY MANAGEME 
courLere MORTGAGE FINANOING 
NERAL INSURANCE 


MEMBER 
Chleage Real Estate Beard 
National Ass'n. of Real Estate Beards 
Chicage Beard ef Underwriters 
man Illinois Bank Bldg. 


CAGO 
FRANKLIN 7878 





INDIANA 


EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
@ 
Property Management 
Appraisals 
Mortgage Loans 


Sales 


Trusts Estates 





MINNESOTA 
DUNN & STRINGER 


INCORPORATED 


‘Empire Bank Building 
St. Paul, Minnesota 


McNeil S. Stringer, Pres. 





Mortgage Loans 
Real Estate 
Property Management 














THE 


HOWELL-VIGGERS 
CORPORATION 


Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio 











Property Management 


Sales Loans 
A ppraisals—Insurance 


w. a. BRENNAN iwc. 


INDIANAPOLIS 


Leases 


Raymond T. Cragin i & Co. 
Raymond T. 
PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Ares 
National City Bank Bldg. 
CLEVELAND 
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AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


@ 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 





Klein & Kuhn 


Guaranty Building 
Indianapolis 


SALES APPRAISALS 


Property Management 


@ SELL Accident and Health 
Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas end s0f- 
gestions, latest news, court decisions, etc., ot: 


Send 3c in stamps for sample copy to A-1044, 
Insurance Exchange, Chicago. 
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Aid Association Has 
Many Increases 


New business in the last fiscal year 
ended Sept. 30 totaled $18,529,965, an 
increase Of $907,765, and total insurance 
in force was $208,953,757, President A. 
Q. Benz reported at the annual meeting 
of Aid Association for Lutherans. Le- 
Roy G. Stohlman, Lincoln, Neb., was 
elected national secretary. O. C. Rent- 
ner, Chicago, is vice-president; W. H. 
Zuehlke, Appleton, Wis., treasurer, and 
G. D. Ziegler, Appleton, board chair- 


man. 

President Benz reported insurance in 
force increased more than $11,698,000. 
Assets increased $4,206,269 to $35,822,- 
640, the largest increase in history. Mor- 
tality was 31 percent of expected com- 
pared to 35.57 in 1939. Interest earnings 
on investments totaled $1,461,803, gain 
$169,105. 

Of the total new business $13,302,013 
was in 10,980 adult certificates and 
$5,227,952 in 6,281 juvenile certificates. 
Cash disbursements for certificate loans 
increased slightly to $815,252, which, 
Mr. Benz said, yet reflected continued 
general improvement in economic condi- 
tions. 


Notes Investment Difficulties 


Safe investment and reinvestment of 
assets at adequate return continued to be 
the most troublesome problem confront- 
ing the life insurance business. There 
was substantial reduction in amount of 
defaulted bonds and mortgages and also 
a decided improvement in interest de- 
faults. 

Mr. Benz reported $61,572 total bene- 
fits paid from the sick benefit fund dur- 
ing the year for sickness and accidental 
injury, a substantial decrease from the 
previous year. 


Mrs. Fannie Miller Named 
W. C. O. F. Vice-Chief 


Mrs. Fannie Miller of Minneapolis, 
who has been active in Woman’s Cath- 
olic Order of For- 


esters for more 
than 20 years, and 
is on the board, 


has been appointed 
the new high vice- 
chief ranger, suc- 
ceeding Mrs. Mary 


E. Murphy, who 
recently was ad- 
vanced to high 


chief ranger to fill 
the vacancy caused 
by the death of 
Mrs. Anna R. 
Downs. Mrs. Mil- 
ler is a sister of 
the late William Kenney, president of 
the Great Northern Railway. 

This society under the sales direction 
ot A. G. Murray, who was appointed 
last week, is calling all of its field man- 
agers into the head office a few at a 
time to explain the new agency con- 
tract which Mr. Murray has inaugu- 
rated. Similar to the action of Catholic 
Order of Foresters, which recently ap- 
pointed C. D. DeBarry as sales direc- 
tor, W.C.O.F. will require all of its field 
representatives to sign an agency con- 
tract similar to that of old line life com- 
panies. Mr. Murray is undertaking a 
Program of sales education. 

A golden jubilee campaign has been 
Started to wind up June 30, with prizes 
of all-expense trips to the annual con- 


A. G. Murray 
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vention at Glacier National Park in Au- 
gust. In the interim 16 state conven- 
tions will be held with various mem- 
bers of the head office staff including 
Mrs. Murphy and Mrs. Miller alternat- 
ing in attending these. 





Wisconsin Congress to Meet 


MILWAUKEE—tThe Wisconsin Fra- 
ternal Congress will hold its annual 
meeting at Hotel Schroeder here Jan. 18. 
Representatives of all the fraternals in 
the state are expected to attend. J. P. 
Michalski, secretary Polish Association 
of America, is congress president. Sub- 
jects to be discussed include U. S. de- 
fense work and fraternal insurance, pub- 
lic relations of fraternal societies, 
juvenile benefits, lodge activities, legisla- 
tion, and closer affiliation of the con- 
gress with the Wisconsin Fraternal Un- 
derwriters Association. Officers will be 
elected. 


February Meeting Eliminated 


The Fraternal Field Managers Asso- 
ciation and Fraternal Actuarial Associa- 
tion affiliated with the National Fraternal 
Congress, -since the Baltimore N.F.C. 
annual meeting when the main body de- 
cided to discontinue the mid-winter 
meeting usually held at Chicago in Feb- 
ruary, have been considering holding an 
independent meeting at Chicago. Deci- 
sion has been made, however, to pass up 
the February meeting and to meet in 
September at the time and place of the 
N.F.C. annual meeting, but the day be- 
fore the various sections meetings are 
held. The actuarial association probably 
will hold a meeting at Chicago in May, 
the day before the spring meeting of the 
American Institute of Actuaries and 
Actuarial Society of America. 





K. of C. Bowling Tournaments 


Knights of Columbus has a national 
bowling association which now is plan- 
ning two tournaments, one of the cen- 
tral division at Indianapolis to open 
March 8 and continue until April 27, 
the other the eastern division March 
22-May 4, at Utica, N. Y. At least 500 
members will attend and take part in 
the Indianapolis meet and it is antici- 
pated in all more than 1,000 teams will 
participate in the two tournaments. 
W. G. Albert, Detroit, is secretary. 





N. Y. Congress to Meet Jan. 31 


The New York Fraternal Congress 
will hold its 41st annual meeting in 
Hotel New Yorker, New York City, 
Jan. 31, starting at a luncheon. There 
will be a reception and dance in the 
evening. J. J. Rossbottom, New York 
City lawyer and vice-president Inde- 
pendent Order of Foresters, is congress 
president; R. L. Dilley, Syracuse, New 
York manager Ben Hur Life, vice- 
president, and F. S. Faye, secretary. 

’. D. Benedict, New York manager 
Modern Woodmen, is executive chair- 
man. 





Brainard Is Grand Master 


John Brainard, Glenwood, Minn., has 
been named grand master of A.O.U.W. 
of Minnesota to fill the vacancy left by 
the death recently of the Rev. C. W. 
Baxter in an automobile accident. 
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Examiners to Be on Salary WE 


Governor Bushfield of South Dakota 
in his annual message to the legislature 
recommended that the payments to in- 
surance department examiners be placed 
in the general fund and that the insur- 
ance commissioner be authorized to em- 
ploy examiners at stated monthly sal- 
aries. Governor Bushfield stated that 
under the present law the insurance de- 
partment is authorized to name exam- 
iners who are paid by the companies 
being audited at the rate of $25 per day. 
Prior to the administration of the pres- 
ent commissioner, George K. Burt, some 
of the commissioners appointed exam- 
iners and collected their expenses at the 
rate of $25 a day from the insurance 
companies being audited and it devel- 
oped that the examiners were frequently 
splitting their fees with the commis- 
sioner. 


O'Connor Heads License Division 


Francis P. O’Connor of Lima, who re- 
cently was appointed assistant superin- 
tendent of insurance of Ohio, has taken 
charge of the licensing division. Mrs. 
Dorothy Koos, who has been with the 
department for two years, has been ap- 
pointed as his assistant and second in 
authority in that division. 
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His words on Life Insurance to Men and Women 


in all Walks of Life — 


“When I buy life insurance, not only do I know where I am at, 
but my family knows where they’re at. !f you don’t believe in 


Life Insurance, just try dying without it.” 
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TWOFOLD SERVICE BRINGS PROGRESS —— 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, :how- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 

This progress is » anne to the Society’s principle of twofold 
m. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy 
and benefits of the Royal Neighbor Home to worthy 


Protection and Fraternalism is a principle that is diligently guarded 
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AGENCY MANAGEMENT 





New Chicago Officers Take 
Posts; Recruiting Discussed 


R. J. Curry, Aetna Life, has been ad- 
vanced to president of the Life Agency 
Supervisors of Chi- 
cago, to succeed © go. 
George Huth, who 
is now a Provident | 
Mutual Life gen- 
eral agent. D. K. 
Alford, Goldman 
agency Prudential, 
is vice - president, 
and R. C. Carson, | 
Jr., secretary-treas- 
urer. 

Recruiting new 
men was discussed 
by C. E. Lindstrom, 
Travelers; D. Miley 
Phipps, Parsons 
agency Mutual Benefit, and M. A. Feuer, 
Lustgarten agency Equitable Society, in 
a round table discussion. Mr. Lindstrom 
said that the manager and assistant man- 
ager should be considered wholesalers 
while the agents are merchants. In order 
to make progress it is necesary to find 
additional outlets or buyers. Under the 
agency plan of operation it is up to the 
manager to be the strategist and plan 
the work which the assistants must carry 
out. 

In pointing out the various sources of 
spheres of influence, Mr. Phipps said 
that it is necessary to pay special atten- 
tion to getting new agents this year as 
there will be a great deal of competition 
for man power from other businesses 
which are showing increased activities 
as a result of the national defense 
spending. 

Mr. Feuer took the attitude that 1941 
will be an easier year to break in new 
men as general business will be better 
and new men will find it easier to make 
headway than they have in recent years. 
Mr. Feuer emphasized the plan of con- 
tacting good men and attracting them to 
the business by impressing them with 
the opportunity to improve themselves, 
rather than going out and trying to make 
a direct effort to sell them the idea. 


Cashiers Hear Two Speakers 


At the monthly meeting of the Mil- 
waukee Life Insurance Cashiers Asso- 
ciation Alfred Pahlow, Old Line Life, 
spoke on the soldiers and sailors civil 
relief act, and Frank Roberts, Jr., 
Massachusetts Mutual Life, discussed 
the national service life insurance act. 





R. J. Curry 








To Hold Management Congress 


The meeting of the Cleveland Life In- 
surance Executives Club Jan, 24 will fea- 
ture a management congress to which all 
general agents, managers, superinten- 
dents and supervisors are invited. It 
will be an all-day session conducted by 
John M. Holcombe and associates from 
the Sales Research Bureau. 


Miller Heads K. C. Managers 


John E. Miller, Columbian National 
Life, was elected president of the Gen- 
eral Agents & Managers Association of 
Kansas City, succeeding E. G. Mura, 
New England Mutual. Wavne Clover, 
Penn Mutual, was elected vice-president; 





S. P. Quarles, Provident Mutual, secre- 
tary-treasurer; J. H. Birmingham, Phoe- 
nix Mutual; Claude Cochran, General 
American; R. P. Costigan, Business 
Men’s Assurance; S. C. Pearson, North- 
western Mutual, and P. B. Turner, 
Home of New York, directors. 


RECORDS 


Home Life, N. Y.—Reports 1940 its 
best year since 1931. Paid insurance for 
the year was up 3.82 percent over 1939 
and 16.2 percent above the average for 
the preceding five years. December 
totals were 13.12 percent above the same 
period in 1939. The company’s average 
policy has climbed to a new high of 
$6,170. 

Jefferson Standard Life—Insurance 
in force reached a new high of $422,- 
319,000 at Dec. 31. Paid for business 
was $50,958,000. Amount of paid for 
and increase in insurance in force were 
the largest since 1937. The renewal 
record was the best in history. 








Life of Virginia—Business paid for 
in 1940 by ordinary agencies was 41 
percent greater than for 1939, while in- 
crease of insurance in force credited to 
these agencies exceeded their increase 
of 1939 by 71 percent. 

Union Central.—Paid for December 
business was the largest in any month 
in more than five years, with $14,653,- 
944, of which $7,300,518 was life insur- 
ance, 17 percent increase over December, 
1939. H. S. Baketel agency, Phila- 
delphia, led with $3,231,931; C. B. 
Knight, New York, second, $3,026,556; 
H. A. Zischke, Chicago, third, $1,116,- 
464; J. C. Benson, Cincinnati, fourth, 
$1, 019, 940. Twenty agencies paid for 
$1,000,000 or more in 1940, headed by 
the Knight agency with $17,284,898. 
Three agents paid for over $1,000,000, 
E. F. Hiller, Chicago, $1,506,125; A. A. 
Ebenstein, Los Angeles, $1,234,035, and 
Sis Hoffman, Cincinnati, $1,004,558. 


Continental Assurance—Broke an all- 
time high record for paid-for business in 
1940. Net increase in paid-for business 
was $21,770,973 and total paid-for busi- 
ness in force $274,442,684. This is the 
largest increase in its history. Conti- 
nental Assurance never has failed to in- 
crease its business from the first year if 
was organized 30 years ago, 

Mutual Trust Life—With an increase 
of $6,784,137 in insurance in force in 
1940 the company attains a new all-time 
high amounting to $181,326,093. This 
represents a substantial increase over 
its previous high. Mutual Trust also 
announces an outstanding production 
gain for 1940. Excluding revivals, in- 
creases and additions, the company’s 
agents paid for a total of $17,545,193 dur- 
ing the 12 month period, comprising a 
gain of 14.97 percent over the 1939 paid 
business figure. 

Midland Mutual Life—Paid for $12,- 
500,000 new business in 1940, gain of 
15 percent. Business in force gained 
$5,046,893 compared with a gain of $3,- 
489,161 in 1939. The 1940 persistency 
record probably will be the most favor- 
able in history. With the exception of 








1907  Thirty-Fourth Year 


1941 








J. C. West 
President 








Mortgage Cancellation — Bank Loan Plans 


Write Paul L. Temple, Agency Director, 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 
Home Office 
St. Louis, Mo. 








Established | 
1907 

















1937,x the new paid business and net 
gains were the largest since 1929. 

H. J. Plack, Peoria, Ill., general agent, 
was the leading producer of the year. 
Outstanding agency records were made 
by Tice & Jeffers, Columbus, O.; J. R. 
Campbell, Parkersburg, W. Va.; and 
J. R. Mayfield, Indianapolis. 

WwW. J. Mack, Northwestern Mutual, 
Cincinnati—Ranked 10th in volume of 
business in 1940 among all agencies of 
the company compared to 13th in 1939. 
R. W. Mack was leader in volume and 
L. H. Baum leader in lives for the agency. 


Lester S. Becker, St. Louis general 
agent Lincoln National Life—1940 best 
year in history with agency ranking 8th 
among the company’s 85 agencies in 
paid business. R. H. Mayer led the 
agency in all-around results, being first 
in paid volume, number of paid appli- 
cations, highest average size policy and 
lowest first year lapse rate. William 
West and David Blumenfeld were sec- 
ond and third respectively in paid vol- 
ume. 








Would Transfer Tax Collection 


DES MOINES—Governor Wilson in 
his address to the legislature recom- 
mended that the collection of the in- 
surance premium tax should be trans- 
ferred back to the insurance department 
from the state tax commission. He said 
the tax commission must go to the in- 
surance department to get the data, 
thereby causing duplication of work. 

In commenting on farm tenancy, he 
said an orderly liquidation of corporate 
owned farms had been accomplished 
in the past two years. 

“This program,” he said, “has re- 
sulted in the sale of 4,862 separate 
insurance company farms, an area 
greater than two Iowa counties, from 
April, 1939, to Dec. 31, 1940. The aver- 
age price was $81 per acre. Approxi- 
mately 80 percent of the sales were to 
tenant farmers on long time contracts 
at low interest rates.” 
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Mutual Life Sales Congress 
in Chicago Stresses Taxes 








An unusually fine program of sales 
talks was put on at an all-day sales 
congress of the three Chicago agencies 
of Mutual Life of New York. Ainong 
the speakers were Homer J. Buckley, 
president, Buckley, Dement & Co., Chi- 
cago; Paul Speicher, R. & R. Service, 
Indianapolis; Judge John F. O’Connell 
of the Cook county, Ill, probate court; 
Prof. Russell Tomlinson of the speech 
school in Lake Forest College, Lake 
Forest, Ill., as well as Managers Sam- 
uel Heifetz, Gifford T. Vermillion, and 
John R. Hastie, with their agency or- 
ganizers, G. H. Gruendel, Vermillion 
agency; C. M. Letton, Hastie agency, 
and William Dunkak, Heifetz agency. 

Mr. Buckley spoke on three allied 
themes, making a favorable impression, 
organizing one’s time so more of it will 
be spent in the prospect’s presence, and 
finding out about the prospect before 
calling. 

The brilliant salesman, it is true, in- 
terests the prospect, Mr. Buckley said; 
the enthusiastic salesman talks him 
down; the clever salesman, inspires 
him, but the one who wins the sale is 
the sympathetic salesman. 


Probate Judge Tells Experiences 


Judge O’Connell emphasized that the 
government requires payment of taxes 
in cash, and requires the widow’s award 
in the year following the opening of an 
estate be paid in cash. Frequently cur- 
rent claims must be paid in cash and 
there are considerable additional sums 
which may have to be met in cash. He 
has found in many estates this requires 
speedy liquidation of some of the best 
assets. Such a speedy liquidation in a 
close corporation might result in a ter- 
tific loss, he said, which, however, could 
be avoided by the possession of suffi- 
cient life insurance to meet the press- 
ing cash needs. This was considered a 
good argument when the taxes were 
considered modest, but it will have an 
added force in the years to come, he 
commented. It is advisable for persons 
making wills to have some provision to 
protect their estates. 

Judge O’Connell helped to draft the 
Illinois law permitting funds of minors 
and incompetents to be invested in a 
reasonable amount of insurance. The 
law requires the money available for in- 
vestment be put to use at the best safe 
return obtainable. Formerly the law 
was very restrictive and resulted in in- 
vestment in real estate and lands 
which, Judge O’Connell said, often 
Proved to be very bad. Now the law 
Permits the investment of such funds in 
single premium life contracts payable 
to the estate. He said a considerable 
number of such applications were ap- 
Proved in the last year by his probate 
court. He asked cooperation of the 
agents in urging their prospects to in- 
vest in insurance of that type. 


Tells Ideal Estate Composition 


The probate court sees sorrowful 
examples of unwise investment of 
money by well-meaning people, he said. 

he court is very glad when there 
comes before it an estate that is clear, 
including the ideal combination, which 
2 formulated as one-third cash, one- 
third United States bonds and one-third 
life insurance policies. 

‘ dvantages of selling payroll deduc- 
= Bs insurance were set forth by 
a. unkak. This form has stood con- 
\derable abuse in the past, he said, the 





employers having found that they were 
serving merely as collection agencies 
and objecting somewhat. However, in- 
dustry needs life insurance more than 
ever before. It has the constant prob- 
lem of maintaining favorable relation- 
ships with employes. Such a plan can 
help to retain and develop more favor- 
able advantages. 

It is a good plan to use in developing 
the ability to cold canvass. The agent 
meets the right people under favorable 
conditions. Mr. Dunkak asks for the 
man handling the firm’s insurance mat- 
ters. Curiosity prompts the insurance 
manager to grant a hearing. Mr. Dun- 
kak precedes his call by checking the 
corporation manual. He said it is as- 
tonishing how frequently he is able to 
get in and have an interview. 

The next step is what to say when 
he is in there. It is necessary to have a 
visual sales presentation and there is 
plenty of room for originality of pre- 
entation. 


Subjects for Sales Interview 


Problems facing the firm about 
which the agent can talk are: (1) Many 
business firms maintain pension depart- 
ments and face problems as a result of 
these. They have a desire to keep em- 
ployer-employe relationships at the 
point of highest efficiency. (2) How the 
plan benefits the employer. (3) How it 
benefits the employe. (4) Simplicity 
of installation. 

Mr. Dunkak said that payroll deduc- 
tion insurance relieves the employers 
of all obligations to their employes and 
the personal interest the employer 
shows to employes by approving such 
a plan gives improved efficiency in the 
staff and lessens labor turnover. It 
builds prestige. 

Manager Hastie said 1941 offers 
sound economic possibilities. It is im- 
portant to increase the number of calls. 
There is a vast amount of cash in 
banks awaiting business investment 
and bankers are anxious to put the 
money to work. He noted that the fed- 
eral reserve bank report shows Chase 
National Bank had $2,500,000,000 assets 
with over one-half of its resources in 
cash awaiting investment in legitimate 
enterprises; National City had over $2.- 
000,000,000 with a like proportion of 
cash, and Continental Illinois about $1,- 
500,000.000 deposits and First National 
of Chicago $1,250,000,000, both with 
better than 50 percent cash. The bank- 
ers are finding it difficult to make suit- 
able loans today, he said. 


Hastie Asks Some Questions 


Mr. Hastie asked what is the status 
of the agent’s personal prospect file. Is 
the information pertinent? Does it per- 
mit service to best advantage? Success 
lies in the agent’s character, selection 
of prospects and performance of intelli- 
gent thought in the selling process. 

Mr. Hastie has been for 16 years 
with Mutual Life, having qualified for 
the 1925 National Field Club and going 
with the Heifetz agency in 1926, where 
he remained for 10 years, becoming a 
leading personal producer. He paid for 
$750.000 in his first year and $1,000,000 
in his second year. He is a past presi- 
dent Chicago Association of Life Un- 
derwriter and became Mutual Life 
manager in 1935. 

He paid compliments to Thomas D. 
Harvey, Heifetz agency, Mutual Life’s 
national personal production leader in 


1940, who went to Chicago practically 
a stranger three years ago and whose 
success is due to the endless chain 
propecting system. 

Mr. Hastie asked the agents what 
they know about the revenue act of 
1940, what is the percentage of increase, 
and if they know how to break down 
an estate legitimately into non-taxable 
entities under the new law. He empha- 
sized the supertax of 10 percent for na- 
tional defense. President Roosevelt has 
just asked for 17% billion and _ inti- 
mated a committee is studying the tax 
schedules as the government must have 
more money. 

“What are we going to do about it?” 
Mr. Hastie asked. “We should see our 
best prospects within the next three 
months and show them the steps to 
take at once to minimize the effects of 
the tax.” 

A fine talk on motivating people to 
action was given by Prof. Tomlinson, 
who is a special lecturer of the Dale 
Carnegie School. Technique, if used, 
must not show, he said. It must be 
within the individual. A great deal of 
insurance is sold within the doorway 
and not in the chair. He urged the 
agents always to go into an office with 
their heads up; to be friendly, cour- 
teous, sincere; to talk with simplicity. 
These are qualities of life that can be 
used effectively in selling and at all 
times, he said. 


Success May Disturb Balance 


One of the greatest problems in the 
world is how to meet success and not 
lose one’s equilibrium. The salesman 
has to develop a philosophy so he can 
handle good as well as bad luck. Every 
person wants to satisfy his ego and if 
this cannot be satisfied in the right way 
it is done in the wrong way. The man- 
nerisms, facial expressions and voice 
are changed to cover up failures and 
wrong-doing but a close observer can 
see and interpret these signs. One who 
fails becomes opinionated, disgusted 
with evervone and is critical of other 
people. Thus wrongdoing and failure 
affect one’s character. 

He illustrated by saying that the 


salesman who begins to think the only 
thing that counts is money soon will 
show this attitude to his prospects and 
this does not help sales. Another 
wrong philosophy is that of “getting by 
with something.” However thick the 
veneer of mannerisms and sales _ tech- 
nique assumed to cover up things, the 
way one lives will show, he said. There- 
fore, the right way of living is more 
important to a salesman than learning 
mere technique of salesmanship. The 
salesman finds power in handling peo- 
ple by meeting his own life situations, 
by being vibrant, real, honest and sin- 
cere, by developing the ability to like 
people and not just liking those whom 
he already likes or those who agree 
with him. 


Vermillion Sees Drama in Sales 


Selling is like acting, Mr. Vermillion 
commented in his talk. It is an appeal 
to the emotions rather than to reason. 
Drama always contains a villain and the 
same is true in the life insurance sale. 
In the latter case, the villain is want, 
privation, etc. Inability to appeal to a 
prospect’s emotions may be due to the 
fact that the agent’s own emotions 
have not been fully affected by his 
proposition. Agency Organizer Gruen- 
del spoke on the “Estate Coordinator” 
of Mutual Life; Agency Organizer Let- 
ton on “The Roadway of Income,” and 
Mr. Speicher on “The Heart of the 
Sale.” 


Mr. Harvey was toastmaster at the 
dinner. His 1940 paid production rec- 
ord was well over $2,000,000. In a short 
talk he said the agent’s reward is com- 
mensurate with what he puts into the 
business. 

Among special guests were C. L. 
Coyner, retiring manager: W. G. War- 
ren, manager of Mutual Life’s clearing 
house in Chicago; W. J. Stinson and 
L. M. Means, home office inspectors in 
the clearing house; Joseph Smith. of 
the clearing house and F. M. Phillips, 
its cashier: Nathaniel Seefurth of See- 
furth Service, Chicago; Joseph Macken, 
the new Mutual Life manager in Chi- 
cago. and Dr. P. C. Waldo, the com- 
pany’s medical referee there. 








Self Organization Prime 
Essential in Sales Success 


Self-organization is a prime essential 
in sales success, Mrs. M. P. Miller, Penn 
Mutual Life, Kansas City, declared in 
telling members of the women’s division 
of the Chicago Life Underwriters Asso- 
ciation, how to set objectives for 1941. 
For the last two years Mrs. Miller has 
been using a plan of making a list of 
31 prospects to be contacted each month. 
After each name she enters information 
under the following headings: approxi- 
mate age, amount to try to sell, plan to 
sell, yes or N.G., see again, and remarks. 
If it is advisable to see the prospect 
later, she makes an entry in the sheet 
for that month. Names of live prospects 
not sold during the current month are 
carried over to the following month. 
For example in December, she had 31 
names and 18 of these were carried for- 
ward to January. Her objective is to 
sell at least five of her 31 prospects a 
month. If she does that she doesn’t 
need to worry about volume of produc- 
tion or income. 


Sells Herself First 


Every sales consists of two sales. In 
the first place, Mrs. Miller sells herself 
on the amount and the plan that she is 
going to sell the prospect. This requires 
a study of the prospect’s ability to pay 


and needs. She feels that this first sale 
to herself is very important in giving 
her confidence and conviction that the 
prospect needs her plan. Mrs. Miller has 
an annual goal of 100 lives out of which 
she hopes to write one for $25,000, two 
$15,000, five for $10,000, 10 for $5,000 
and 82 for under $5,000. Although she 
has never achieved this goal she main- 
tains a careful record and checks off the 
cases and their objectives as she writes 
them. 


Sells Unusual Needs 


When Mrs. Miller wants to write a 
large policy she generally selects a pros- 
pect with an unusual need. For exam- 
ple, she approached a man whose daugh- 
ter had just graduated from college with 
the idea that he would no longer have 
to provide college expense money and 
he could now afford to buy a 10-year pay 
life policy which would provide an in- 
come for his daughter for the rest of 
her life. In another case she sold a 
grandfather a 10 payment life in favor 
of his grandson and daughter. She has 
a number of older clients whose policies 
are maturing so that thev will have a 
regular monthly income. She sells emer- 
gency or sinking funds to such policy- 
holders with the idea that although they 
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will have a regular monthly income, they 
should have a sinking fund left at in- 
terest to be drawn upon in case of emer- 
gency. She carefully selects prospects 
for such protection who are in position 
to pay for it. 

One group of prospects which Mrs. 
Miller has worked successfully is the 
women who are around 40 and still 
working. She sells them the idea of a 
complete retirement program but sug- 
gests that they add a certain amount to 
their insurance every year as they can 
afford it rather than buy the complete 
program at once. In this way she cre- 
ates business for the future. 

Mrs. Miller is noted for never having 
written a policy outside of her own 
office. She has an automobile and chauf- 
feur and if necessary she sends him to 
the prospect’s office and invites him over 
the telephone to come to her office to 
hear her message. She does this because 
she likes to have all her sales material 
and information at hand. 

Mrs. Miller sends out letters to pros- 
pects and policyholders about three or 
four times a year. She uses a special 
“Insurance News” letterhead. For ex- 
ample, in March she is going to send 
out a letter declaring “March is a night- 
mare! I don’t know whether or not I 
can answer your questions about income 
tax, but I have books in the office on 
the subject which you can consult.” 


Sells in Five Cities 


During her 33 years in the business, 
Mrs. Miller has gone to five different 
cities, gotten acquainted and written 
business. In this case she establishes 
an office in a suite in a hotel and she 
has the prospect come there. In order 
to make contacts she joins various asso- 
ciations and in her purse she has a stack 
of memberhip cards from all sorts of 
clubs and women’s groups. 

This activity started years ago when 
her son was ill in Hutchinson, Kan., and 
she went there to be near him. She 
found that few women there were in- 
sured with the exception of small indus- 
trial policies. She joined a_professional 
women’s club and at the first meeting 
when she was asked to tell her ‘business 
she got up and said: “Building rocking 
chairs for old women.” The next day 
she had an inquiry and wrote a $12,000 
policy which started her successful sales 
in that city. 

Mrs. Garland Kahle, Reno agency 
Equitable Society, presided, and Miss 
Lulu Grenner, Massachusetts Mutual, 
introduced the speaker. Officers will be 
elected at the next meeting. 


Mutual Life Acts 
on “41 Dividends 


NEW YORK —Standard dividends 
payable during 1941 by Mutual Life 
have been revised as compared with 
1940. Where the age of issue is high 
and the duration long, there will be an 
increase. On most other types of poli- 
cies there will be reductions, the amount 
of reduction varying widely but in gen- 
eral being more in the earlier policy 
years and less in the later. 

Under the new scale the first dividend 
on ordinary life policies will run: age 
at issue 25, $4.17; 35, $4.52; 45, $4.65; 
55, $6.06. 

The corresponding 10th year dividends 
are $4.50, $4.51, $5.33, and $7.85; for 
the 20th year the figures are $4.73, $5.33, 
$7.22 and $11.35. Twenty-payment life 
dividends: first year: $4.99, $5.34, $5.37, 
$6.47; 10th year: $4.96, $5.04, $5.84, 
$8.10; 20th year: $4.80, $5.52, $7.25, 
$10.77. 

Twenty year endowment dividends: 
First year: $5.69, $5.87, $5.70, $6.61; 
10th year: $5.01, $5.19, $5.95, $8.14; 20th 
year: $4.16, $5.17, $6.90, $10.27. 


Provident Mutual Life 
Cuts Age Limit to 5 


Provident Mutual Life will now issue 
life insurance down to and including in- 








NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





New 1941 Scale for 
Union Central 


The Union Central Life has revised 
its dividend scale for 1941, a reduction 
in the interest factor accounting for 
most of the changes. Premiums less 
dividends at sample ages and policies 
follow: 

NET COST PER s1000 ACCORDING TO 
1941 DIVIDEND SCAL 
Ages 20 89-25 ~. 40 45 55 
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Single Premium Changes 
Made by Penn Mutual 


Penn Mutual has adopted the new 
standard single premium immediate an- 
nuity rates, as has been done by many com- 
panies. It has discontinued the issuance 
of single premium endowments and has 
increased the rates for the single pre- 
mium life contract. The new rates for 
single premium life are: 


Single Premium Life Rates 
Age Prem. Age Prem. Age Prem. 
10...$345.95 34...$485.78 50...$649.68 
15... 367.08 35... S0411 51... 661.94 
20 391.89 36... 502.71 62... 674.38 
21... 397.33 $7... 521.54 53... 686.98 
22... 402.95 38. 520.63 54... 699.70 
2 . 408.75 39... 529.97 BB... FU2.45 
24... 414.74 40... 539.56 56... 725.49 
25 420.90 41... 549.43 57... 738.52 
26 427.26 42... 559.54 58... 751.60 
27 433.83 3. 569.92 59...: 764.71 
28 440.60 44 580.57 60. 778.84 
29 447.57 45 991.48 61 790.95 
30 454.76 46 602.64 62 804.02 
31 462.17 47 614.06 63 817.05 
32 469.80 48... 825.71 64... 829.98 
33... 477.68 49... 637.59 65... 842.80 








surance age 5. The limits of insurance, 
except in Colorado, Nebraska, New Jer- 
sey and New York (where there are spe- 
cial limitations on age and amount) are 
as follows: Ages 5 to 9, $10,000 with an 
additional $10,000 if reinsurance can be 
secured. 

In applying for insurance under age 
15, provision for control of the policy 
may be made in one of the following 
ways: (1) The insured may be given the 
usual rights under the policy; (2) the 
beneficiary may be made the absolute 
owner of the policy; (3) the beneficiary 
may have control of the policy until his 
death or a prior release vests it in the 
insured. 


American United 
Has New Rates 


American United participating and 
non-participating premium rates have 
been revised, with some increases and 
decreases. Surrender values largely re- 
main unchanged, but some cash values 
on single premium insurance policies 
were increased. 

In the settlement options the three 
instalment options are based on a guar- 
anteed interest rate of 3 percent. The 
interest only option guarantees 2% per- 
cent. The guaranteed rate of interest on 
premium deposits and dividends left to 
accumulate is 2% percent. Excess in- 
terest, if and as declared, may be al- 
lowed on all of these provisions. 


Life Income Policy Changes 


Guaranteed life income policies have 
been changed to provide for initial in- 
surance of $1,200 per $10 monthly in- 
come at maturity. The term certain for 
the monthly income has been changed 
from 100 to 120 months, so that payment 
of at least as much as the initial insur- 
ance is guaranteed. Maturity values 
and surrender values on these policies 
necessarily have been changed. 

Waiver of premium disability rates 
for women were reduced to 1% times 
the rates for men. Monthly income dis- 
ability rates for women are still twice 
the rate for men. Illustrative annual 
rates per $1,000 on the new basis are: 


Participating Non-Participating 


*Ord. *20-P. End. Bs Fong End. 
Age Life Life at 85 Life at 85 
15 $14.36 $23. 4 $14.61 $12. %S $20.16 ~ 70 
20 15.84 25.50 16.40 13.77 21.76 14.35 
25 17.72 27.95 18.62 15.48 24.12 16.40 
30 20.16 30.98 21.49 17.70 27.06 19.06 
35 23.82 34.66 25.24 21.09 30.63 22.54 
40 28.56 39.11 30.08 25.46 34.93 27.04 
45 34.64 44.47 36.34 31.08. 40.09 32.85 
0 42.62 51.21 44.59 38.43 46.50 40.51 
55 53.26 60.10 55.70 48.22 54.85 50.82 
60 67.62 72.32 70.94 61.39 66.16 64.98 
65 87.28 89.85 92.40 79.35 82.14 84.93 


*Minimum policy is $2,500. 


Guarantee Mutual Issues 
Two New Rider Plans , 


Guarantee Mutual Life is writing fam- 
ily income and mortgage retirement, 
both issued in rider form in connection 
with all policy forms except term. The 
family income rider pays a_ specified 
monthly income in addition to proceeds 
in case of death during the “supplemen- 
tary contract period,” of either 10, 15 or 
20 years, dating from policy issue. The 
family income unit is $5 per month, on 
which premiums are based on the yearly 
renewable term plan. Amounts which 
may be applied for are two, three or four 
units per $1,000 of insurance provided by 
the regular policy. 

The rider provides the income will be 
paid for the full 12 months of the year 
in which death occurs, giving equal 
benefit to every policyowner for the pre- 
mium paid. 

The mortgage retirement rider is is- 
sued according to the same rules, but 
provides for payment of a specified sin- 
gle payment in addition to the proceeds 
if death occurs during a “rider period” 
of 10, 15 or 20 years from date of issue, 
depending on the plan chosen as being 
most applicable to the insured’s needs. 
The single payment (amount of insur- 
ance) varies according to the policy year 
in which death occurs, decreasing (as the 
amount of the mortgage is assumed to 
be reduced) until the end of the rider 
period, when the additional insurance 
provided ceases. The amounts of insur- 
ance per unit applicable during the first 
policy year are: 10 year plan, $508; 15 
year plan, $704 and 20 year plan, $869. 





These amounts are equivalent to the ip. 
surance values of the family income rider 
for the same age of issue and same “sup. 
plementary contract period.” 

Annual participating (the riders also 
will participate during premium paying 
period) rates, for single units of both the 
family income and mortgage retirement 
riders, at age 35, for selected policy 
years, are: 


10 Y¥. 15. Yr. 20 Yr, 

Ra ATR PP. 2 $4.92 $6.81 $8.4) 
aie hak 3 Surat 3.38 5.70 7.66 
BOS dratstatety one eres -70 3.87 6.53 
| ee ree .86 4.95 
a ee ee ee mt 1.16 


Connecticut Mutual Scale 
of Dividends Is Shown 


Illustrative dividends at quinquennial 
ages per $1,000 are shown below for 
Connecticut Mutual Life, under its new 
scale for 1941. A slight reduction oc. 
curs, the first year dividend generally 
being reduced 15 to 20 cents per $1,000 
and the 20th year about 50 cents to $1, 
The new scale is: 


Ordinary Life 


———_End of year———_—_ Tot. 
Age 1 5 10 15 20 20 yrs. 
20 $3.48 $3.71 $4.05 $4.43 $4.85 $82.28 
25 3.68 3.97 4.37 4.82 5.32 88.87 
30 3.95 4.30 4.79 5.31 5.90 97.37 
35 4.31 4.73 5.30 5.93 6.61 107.92 
40 4.62 5.12 5.81 6.55 7.32 118.32 
45 4.94 5.56 6.37 7.23 8.08 129.58 
50 5.24 5.99 6.96 7.94 8.88 141.22 
55 5.61 6.52 17.65 8.75 9.78 154.76 
60 6.20 7.29 8.61 9.83 10.98 173.53 
65 7.14 $8.44 9.96 11.87 12.70 ae 
20 Payment Life 
20 $3.57 $4.08 $4.80 $5.62 $6.59 $98.94 
25 3.72 4.28 5.06 5.98 7.03 104.67 
30 3.90 4.50 5.38 6.38 7.53 111.33 
35 4.12 4.80 5.76 6.86 8.11 119.16 
40 4.21 4.96 6.01 7.22 8.58 124.56 
45 4.21 5.05 6.21 7.51 8.99 128.72 
50 4.10 5.05 6.33 7.70 9.29 130.76 
20 Year Endowment 
20 $4.66 $5.71 $7.20 $8.94 $11.01 $150.65 
25 84.6 5.73 7.22 8.97 11.03 151,12 
30 4.71 5.77 17.26 9.00 11.07 151.81 
35 4.76 5.80 7.30 9.05 11.12 152.69 
40 4.83 5.89 7.39 9.13 11.21 154.44 
45 4.98 6.06 7.55 9.30 11.38 157.78 
50 5.23 6.34 17.86 9.59 11.69 163.46 
Endowment at Age 75 
20 $2.91 $3.16 $3.52 $3.92 $4.39 $71.91 
25 3.07 3.37 3.81 4.29 4.85 77.86 
30 3.27 3.64 4.17 4.75 5.41 85.22 
35 3.52 4.00 4.62 5.34 6.11 94.82 
40 3.81 4.87 5.15 6.00 6.92 105.65 
45 4.28 4.99 5.95 6.98 8.08 121.98 
50 4.84 5.73 6.94 8.21 9.63 142.33 
55 5.64 6.81 8.35 10.06 12.19 172.92 
Graded Premium Ord. Life 

20 $2.07 $3.71 $4.06 $4.44 $4.88 $78.77 
25 2.12 3.97 4.39 4.85 5.36 85.24 
30 2.18 4.31 4.81 5.35 5.96 93.28 
85 2.25 4.69 5.28 5.94 6.63 102.50 
40 2.31 5.06 5.79 6.56 7.86 112.09 
45 2.388 5.46 6.33 7.22 8.12 122.36 
50 2.46 5.89 6.92 7.96 8.96 133.60 
55 2.57 6.48 .66 8.84 9.94 147.32 





Kansas City Life Revises Rules 


The Kansas City Life has issued sev- 
eral new rules and practices. <A» 
cants whose occupations make them 
ineligible for regular plans of insurance 
at regular rates, who could formerly 
purchase only guaranteed addition or 
C.I.B. policies, now can buy life paid-up 
at 80, 20 pay, 20 pay 30 year endow- 
ment, 20 year endowment, endowment 
at 65 and 60, income endowment at 65, 
60 and 55—with payment of an extra 
premium per $1,000. 

Some applicants whose occupations 
make them ineligible for either the dis- 
ability or double indemnity _ benefits 
can now get them at 1% times the 
regular rate up to $5,000. 

All policies issued on lives of offi- 
cers or enlisted men in the Army, 
Navy or Marine Corps now will be is- 
sued only with an aviation exclusion 
rider, regardless of the applicant's 
present duties. 





No Change for Jefferson Standard 


The Jefferson Standard is continuing 
its dividend scale in 1941 unchanged for 
the 10th consecutive year. It is con- 
tinuing to Pay 5 percent interest on 
funds held in trust and dividends left to 
accumulate, which has been its practice 
since 1907. 
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Be Well Prepared in 1941 





with NEW, UP-TO-DATE, 
Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. QOfi¢.can never predict when this will hap- 
pen. Yet if available; the answer may be just the thing to 
close the sale right away—and “conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 
Make New Information Essential 


Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 





(Full Preparedness means using the most effective “weapon”) 


.To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


The “LITTLE GEM” gives “More on ALL the important subjects! 


programming and selling the income idea, is availabléFFom 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra com- 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 
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Policy Points & “Practice” (150 com- Direct Reading Social Security (*Analytical Proof Sent on Request) 
panies ) Tables a : 
Premium Rates— All Ages (2700 Retirement Contracts—costs, values, Order Yours Now for Prompt Delivery 
contracts ) etc. ‘ai 
Disability & Double Indemnity Rates “Highspots” re the larger companies Re Ree eee 
Cash Values on over 1000 contracts Juvenile, Terin, Industrial, etc. 1 J 6e 2 
Also Values and Incomes at 55, 60 Settlement Options—Both New & Special Club Rates to All Agents 
and 65 Old—274 tables (ten times as “ 99 
Net Costs, Net Payments & Sum- much as other books) Rush as soon as ready, and at my “club rate 
maries Supplemented Monthly by The In- Ne aire en copies New 1941 “Little Gem” 
Annuity Rates—Immediate & Retire- surance Salesman i 
ment Financial & Business Reports—four ty MR Rp are try Cees are Beas 54053 
Special Programming Section of years, 22 items, and for 228 com- I 
over 52 pages—1/3 more than panies. NS iStock amen n eas on 
any other 
And many other useful features. (Oa: 5 Nan Re eee ee 8 
i I 
Take Advantage of its EXTRA VALUES > City eee eect iin ey: 
{ To The National Underwriter Co., Statisticat Division 
1 420 East Fourth Street, Cincinnati 
































